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American Houses, Inc., 
165 W. 46th Street. 
New York 36, WY 


Dear John 


Enclosed you will find a number of photographs 
that you requested on our Deer Park Heights job 


We have been very well satisfied with the results 
of our sales campaign at this project. We have sold close 
to a million dollars worth of houses in four weeks. We 
believe that one of the reasons for our excellent sales 

is that this is truly a quality house. 


We have noticed that our customers are anxious to 
get homes which incorporate first class materials and ae- 
sign. That is one of the reasons why we use American 
Houses. 


YL wish Lo Lnanen you Lor yout VSTSOHS|AL Coope»rmarlion 
on Lhe advertising and merchandising \ am sure hey con- 
Lrioatieda greatly Lo Sur Success 


Yours LLY, 


BKLLEM & ROCKS, INC 


adigh Djs 


Ralpn 0. Roces 
President 


-------- 
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If you are interested in sales like these... 





the American Way to modern selling, 


write us for more details! 


American 


Allen & Rocks built 170 family units of the “Com- 
mander”, a 3-bedroom duplex, and now another 200 


are under construction. Equipped with gas range, 


refrigerator, and a garbage disposal unit, they sold 
for $12,950 a unit. 
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the Act of Congress, March 3, 1879 Copyright 1954, by Stamats 
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countries, $7.50 a vear, Back issues $1. except Roster ; 


Houses Inc. 


165 W. 46th Street, New York 36, N.Y. 


TRADEMARK 
APPLIED FOR 


is entered as second class matter. August, 1942, at the post office, Cedar Rapids, lowa, under 
L Publishing Company, 427 Sixth Avenue S E.. Cedar Rapids. Iowa. Member. Audit 
$9 two years, $12 three vears in the United States. In Canada, $6 a vear: in all other 
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Electric Living at Moderate Prices Clinches SalesSQith.., 


™ low-priced. owherd ames 
, ipped with Hote oppii- 
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Uegpitticnd. chee wise, doslonet 
modern electric appliances and 
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Hotpoint Auto- 
matic Electric 
Dishwasher 
. woshes cleaner 
thon by hend— 
cleaner thon ony 
other domestic 
dishwasher! 


ELECTRIC APPLIANCES 


In Kansas City, near the famed Country Club Plaza district, builder Carson E. Cowhetd 

is having singular success selling his Hotpoint-equipped homes. Priced from $12,750, 

the Cowherd homes fill a need in Kansas City for modern living at moderate prices. 

Perimeter heating, overhanging eaves, picture windows for both front and rear, 

aluminum sills and frames are featured. Hotpoint automatic dishwashers, Disposalls®, 

automatic washers and cabinets offer the big “plus” that makes these homes so desirable 

Rapid Sales Prove Cowherd Correct—Buyers’ response to Hotpoint 

equipped Cowherd homes was immediate and overwhelming. The first 38 homes were 

sold as soon as they were offered for sale. It was even impossible to hold one back 

as a display model. Hotpoint 
Carson Cowherd attributes much of the spontaneous sales success to the Hotpoint Automatic 

appliances: Automatic Dishwashers which relieve the entire family of housework’s LhtHeded 

most disliked chore; Disposalls which eliminate food waste before it can become Wond-R-Dial 

garbage; clothes washers with famed Triple-Action rinsing; and gleaming Hotpoint regulates 


4 4 
all-steel cabinets. the entire 
automatic 


Cowherd Method No Mystery —All across the country sales-minded builders washing 
find Hotpoint appliances giving their customers the automatic electric living they cycle. 
expect in quality homes of today. Check with the Hotpoint distributor near you and 


. , - Hotpoint Disposall automatic food waste 
learn how Hotpoint can build rapid sales for you! “ Yi 


disposer has twice the life and only half 
the wear of conventional types! 


bed e ° ‘ 
Hotpoint changes your viowpoint..cuitématically 
RANGES @ REFRIGERATORS * DISHWASHERS @ DISPOSALLS* * Zihihie a dagee Oe CABINETS 


AUTOMATIC WASHERS © CLOTHES DRYERS © AIR CONDITIONERS © DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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‘Texture One-Eleven combines highstyle 
with the strength and dependability of 
industry quality grade-trademarked 
Exterior fir plywood (EXT-DFPA 

made with waterproof glue. Specify it 
by name. And remember, only genuine 


1-11" gives you all these features 


@ Shiplap edges neat 
ertical joints 
@ Clean-cut grooves, surface 
@ °4"-thickness leaves full 
panel behind '4"-deep groot 
@ Comes in 8 and 10 length 
vrooves either 
@ EXT-DFPA* or 


waterproof, glue 


For free full-color idea folder and other 
data, write Douglas Fir Plywood 


9) 


Association, Tacoma 


Washington 
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there is no substitute for 


.--the exciting new panel material 


that combines line 


Texture One-Eleven siding combines high 
style with the strength, durability and econ- 
omy of dependable Exterior fir plywood 


T 1-11's bold paralle! groove pattern and 
subtle surface texture adds drama and inter- 
est to residential and cial interiors. 





PLYWOOD 


Texture OneEleven 


EXTERIOR FIR 


° EXT-DFPA 


and texture 


Since its introduction only a few months ago, 


Texture One-Eleven" has been enthusiastically 


received by architects and builders. Here 


are examples of the many exciting things 


being done with this striking new material. 


Equally effective for patio fences, gable ends 
and soffits, Texture One-Eleven contrasts 
well with masonry and other materials. 


Texture 1-11 siding weathers well, surface 
texture is enhanced by exposure. Give is 
completely waterproof and weatherproof. 


Sie 


Texture One-Eleven meets FHA requirements 
for combined siding and sheathing which 
permits major construction economy. 


Builders of special demonstration homes 
report home buyers are equally taken with 
striking beauty of new Texture One-Eleven. 





Build all 


Winter is just about as busy and profitable as summer for 
P & H builders, They build during the rough weather, and 
their sales prove that people buy P & H Homes in any 
weather. 

This all-year operation for P & H builders not only 
means a steady profit report, but also a steady payroll, 
and easier scheduling of subs. 

Here’s how it’s done: You put in your foundations in 
fall, before the ground freezes. Then, it’s just a matter of 
scheduling the P & H Home package shipments as you 
want them. The homes are under roof in a day, so your 


SUMMER 


WINTER 


year with Pa H Homes 


crews can work in practically any weather. There is no 
waste or spoilage, subs can go to work on schedule re- 
gardless of weather, and customers move in on the date 
promised. 

And just a glance at the P & H Home plans and pack- 
age specifications will show you how much more home 
you'll be offering—winter or summer—in any price bracket 
from $6,000 to $20,000. 

Make building a year-round profitable business. 
Build P & H Homes. Write for full details and 
plans today. 


P:.H HOMES 


HARNISCHFEGER CORPORATION 
359 Spring St., Port Washington, Wisconsin 
Phone: Port Washington 611 
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TRUCK CRANES DIESEL ENGINES POWEE SHOVELS 
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PREFABRICATED HOmES morsts SOn Stam Tees WELDING EQUIPMENT 





OVERNEAD CRANES 
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BUILT-IN CONDUIT 


Conveniently located telephone outlets in the kitchen, bedroom. 





hall or den and concealed telephone wiring... 
these are important details of interest to the home builder or buyer. 
And there’s an easy, inexpensive way for you to provide for them. 


Have telephone conduit built in. 


Your Bell Telephone Company will be glad to help you work out economical 


conduit installations. Just call your nearest Business Office. 


BELL TELEPHONE SYSTEM 
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Myers Y. Cooper at Hoover Homes Our Readers Are Building . 
Celebration 


Make Mortgage Contracts More 
Product Progress... .... ; Flexible 


By Horace Russell 
Editorial 


A Touch of the Riviera . 
How Will the New Housing Law 
Affect Your 


Ads Worth Studying . 
By Peter Stamats 


Law Says 
How To Make Sales Meetings 


Build Business 
By Ralph H. Clements 


By George F. Anderson 


Simple Contracts Ease Sales 


\ rhize W: ‘xtra P } 
Published monthly fer reel estate builders, fodernize Your ay to Extra Profits Tax Facts 


property managers, and real estate brokers, By Jerome P Bisschop yatry TS by B.A. Welter. 
by Stamats Publishing Company. Publication 
offices and general headquarters 427 Sell Location Too! 


Anderson’s Open Forum 
Sixth Avenue, Southeast, Cedar Rapids, lowa 


Wall Charts Help Control Sales... 2 Among Ourselves . 
Subscription prices: $5 a year, $9 two years, 
$12 three years in the United States. In 
Canada, $6 a year; in all other countries, 
$7.50 a year. Single copies 60 cents; back 
copies except Roster issue $1. Member ABC. 
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; 9 month period from January through April, the South 
July Housing Starts 16% Above 1953 accounted for the greatest number (30%) of new 
Housing starts dropped 7% in July to 112,000 after units started, with the West and North Central re 


an unseasonal high of 120,000 starts in June. In spite gions accounting for a fourth each and the Northeast 
of the drop, July starts are 16% above July 1953 and — g fifth. 
exceed any other July on record except July 1950 
The 8,000 unit decrease was confined mostly to non 
metropolitan sections. Housing activities in metropol Tax Breaks For Home Sellers 
itan areas were almost as high as the June peak. For Now that the federal tax structure has been over 
the first time in 1954 the cumulative starts (public hauled, homeowners will get several new breaks when 
and private) topped the total for 1953 683.500 they sell their present home and buy another. You 
compared with 678,100 can now deduct “fix-up” expenses necessary to sell 
Private housing starts for the first seven months of — your old house, such as painting and plastering. You 
195+ total 669,800 3% more than a year ago. The can also deduct the selling broker’s commission as an 
109,000 private dwelling unit starts in July represent expense of sale 
a seasonally adjusted annual rate of 1,147,000 the To be deductible, these fix-up costs must be for work 
fifth month this year in which the private housing done within the 90 days prior to the sale and paid for 
rate equals or exceeds 1.1 million within 30 days after the sale 
The North Central section of the country showed Under the old law, homeowners didn’t have to pay 
the sharpest Spring upturn in housing. For the four. capital gains tax on profits over the original purchase 
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ALL BRIGGS TUB DRAINS feature an extra 


long waste tee, allowing waste tube to 


oo. = ee 


adjust to fit any regular-sized tub without 


cutting. New, easy-out stopper—another 


ie are 


Briggs exclusive—can be taken ovt in 


> 


seconds for tube cleanout. Removable card 
board disc under strainer keeps refuse from 


clogging drain during construction, too 
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JIFFY POP-UP LAVATORY 
DRAIN has a removable toy 


flange, permitting entire a 


~—» 
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sembly to be inserted frow 


: SP ete 


bottom of lavatory. No di 
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y. Just remove flange 
p plug fr 

nderneatt replace flange 

and tighten hex nut. That's al 

Special rubber 

elimmoates nee 


Stopper can 











Engineering features like these make 
BRIGGS drains work better, wear longer 


All Briggs plumbing ware is designed and built 


to please customers .. . eliminate call backs 


If you've ever used Briggs plumbing ware, you know! OTHER ENGINEERING FEATURES 


the best designed, most dependable brand of all © Closet combination with only 2 bolt holes for fast, neat 


° installations 
Iwo example sol why are shown above and we Ve listed a le 


more at the right. Needless parts have been climinated at no @ Leg and towel bar attachment with quick-fitting, key-slot design 


wrifice in quality, Assemblies have been enginecred to make 
ai ‘ 1 | | h cess ceca Ito ma e Rigid-frame tub construction makes it free-standing 


installations simpler. ALL parts have been pre-tested to { needs no wall support 


right, work right eive lasting Customer satisfaction 
@ Wall-surface tub and shower fitting really fits solders easily 
Order Briggs Beautyware. You'll profit from its quality 


BRIGGS MANUFACTURING COMPANY e@ DETROIT 26, MICHIGAN BRIGGS ) 
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Ford Motor Company, 


Central Staff Office Building, Dearborn, Michigan. 


Architects: 

Skidmore, Owings & Merrill, 

New York, Chicago, San Francisco 
General Contractors: 

Bryant & Detwiler Co., Detroit 


Architectural Aluminum Fabricators: 
Moynahan Bronze Co., Inc., Detroit 
Aluminum Applications In This Building: 


Copings * Fascia « Stair Rails 
Column Covers « Vertical and Horizontal Mullions 
Louvers * Interior Trim 


Reynolds Aluminum Service 


to the Building industry 


Reynolds makes available —_ be = a 
aluminum design problems an _ see 
from a wide range of — ey _ 
Aluminum mill forms, in acy het _ 
performance-proved Reynolds Life 


a... o “ee 
minum Building | roducts: 


For Home and Farm: 


Gutters & —— 
tive Insulation : 
Seana Windows (Casement, eer 
Traverse, Double-Hung, Basement on — 
Corrugated and V-Crimp Roofing an 


Weatherboard Siding—Flashing—Nails 
industrial, Commercial: 


ial Windows 
Pivoted and Commerc 
ance exterior insulated apace 
ReynoCoustic, aluminum acoustical sys 
Reynowall, interior partition — 
Reynoside, aluminum siding in m 
hitectural designs 
Royncded, aluminum roof deck 


Write to: Reynolds Metals Company. 
ildi : Jivision, < 
jing Products Divisi 
Bee Nath Street, Louisville 1, Ky. 
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price, provided they reinvested in another house with- 
|1n one year, or built a new one within 18 months. 
| But if che second house didn’t cost as much as the one 
they sold, homeowners had to pay a capital gains tax 
on the difference. . 

| Henry Waltemade, chairman of the Realtors Wash 
|ington Committee which helped bring about these 
breaks, explains how one inequity in the old system 
has been removed: “A homeowner who paid $10,000 
for a house sells it for $15.000 and buys a $13,000 
home. Under the old law, he would have been sub- 
ject to capital gains tax on $2,000. Now, however, if 
this seller incurred sales expenses of $1,000 and an- 
other $1,000 in fix-up outlay, he would be relieved 
of any tax because he could deduct them from the 
selling price for tax purposes.” 


States Crack Down On Advance Fee Abuses 

Real estate commissioners in several states are be 
ginning a serious crack-down on advance listing fee 
abuses by national brokerage organizations. The New 
York state license director has revoked the license of 
Charles Ford and Associates of the East, Incorporated, 
charging the firm with collecting “advance fees,”’ then 
putting little effort into making a sale. 

In Chicago 100 complaints have been received by 
the Better Business Bureau against the Charles Ford 
firm and three others — the Allstate Brokerage Cor- 
porations; Heinz, Johnson, Dunn Corporations; and 
Nation Wide Business Brokers, Incorporated. Com 
plaints against these firms cite such misrepresenta 
tions as: statements by listing agents that properties 
will be sold by a certain date; suggestions by agents 
that owners raise their prices (so the 1% fee would 
go up); false promises that refunds would be made 
if there was no sale; claims that the companies had 
“live” prospects; promises to give seller proof of ad 
vertising in his behalf. These cases are being turned 
over to the Post Office Department. 

Leon E. Todd, president of the New Jersey Real 
Estate Commission, speaking at the New England 
realtors convention in Manchester, Vermont, says his 
state has already punished unlicensed agents working 
for advance fee companies. He says New Jersey is 
now going after the companies themselves. 


FHA Field Directors Meet in Washington 

All 70 FHA field directors were called to the na 
tion’s capitol recently for a briefing on the new hous- 
ing law and a simple warning — “the FHA has been 
cleansed; keep it clean.” 

Directors came from every state, Alaska, Hawaii 
and Puerto Rico. This is the first time all FHA direc 
tors have gathered since before World War II. 

FHA Commissioner Norman P. Mason said that all 
‘those who have survived the investigation are good, 
honest federal employees as far as is known. He cau 
|tioned directors against accepting gifts of any kind. 
| regardless of size or relativg importance, and empha 
sized that they are operating a $40 billion institution 
'whose stockholders are the American people. 

“The meetings,” said one state director. “were most 
helpful and reassuring.” 





| Slusser Seeks Control of Slum Clearance 


“The crimp Congress put on public housing isn’t as 
strict as it looks,” says Public Housing Administrator 
Charles E. SJusser. The “crimp” is a provision that 


(Please turn to page 1?) 
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“I made a check chart... 


then I changed to 


says leading builder. 
Ben L.. Bingham 
Los Angeles. Calif. 


SELL YOUR HOMES FASTER 


“CABINETS OF STEEL FOR LASTING APPEAL" 


e) ip li 
! mip . 
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| DISHWASHERS DISPOSERS VENTILATORS ACCESSORIES 


NATIONAL Rea Estratt 
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“Kitchens are mv lop home salesmen, and ] 
wanted the best. I compared them all, then I 
changed to American Kitchens. For me, American 
Kitchens offer fast, economical installation a 
kitchen with more most-wanted features at no 
more cost , features that turn my prospects 
into buyers. Better than wood kitchens . espe 
cially in the desert the best in steel . Amer 
ican Kitchens are tops !”’ 

Mr. Bingham builds about 400 $10,000 homes 
a year in Southern California. Since he’s having 
such success with American Kitchens, why not let 
us quote you on your next kitchen job and prove 
how high quality, low cost American Kitchens 
sell your homes faster 


American Kitchens 
AVCO Manufacturing Corp 
Connersville, Ind., Dept. NR-94 


ld like to have “no obligation quotation on my 
next kitchens 

Please send your new Architects’ and Builders’ File 

Name 


Address 


Slate 
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NOT THIS — BUT THIS! 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 
@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 


@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether 
Furnished, Occupied, or Vacant. 


Non-duplicating keys 
furnished 


Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 
MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd Beverly Hills 


Calif 











ATTENTION REALTORS! 


The Nirenstein National Realty Map Company has 
just completed three brand new volumes of real 
estate maps covering sixty principal cities and de- 
centralized shopping areas in the Far West: 
North Pacific States Atlas — 20 cities 
Central Pacific States Athas — 20 cities 
South Pacific States Atlas — 20 cities 
DON’T MISS OUR GRAND PREVIEW OF THESE 


VOLUMES WHEN THEY WILL BE 
FOR THE 


DISPLAYED 
FIRST TIME AT 
the 47th Annual Convention of 
THE NATIONAL ASSOCIATION OF REAL ESTATE BOARDS 
in Cleveland 


From November 7-13 


For further particulars, write today to: 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight Street Springfield 3, Mass. 


Myers Y. Cooper 


at Hoover Celebration 
| 


( NE OF THE LONG-TIME friends of Herbert 
Hoover who helped him celebrate his 80th birth 
_day at West Branch, lowa, was Realtor Myers Y. 
Cooper of Cincinnati, governor of Ohio in 1929-30, 
| Joining with Ex-Gov. Cooper in the festivities were 
| Lowell Baker, executive secretary of NAREB, and 
Ralph Clements and Bob Fawcett of the Journat 
staff. Mr. Cooper recalled old times with Mr. Hoover 
as well as dozens of the other notables in attendance 
In the picture above are: Mr. Baker, Ex-Gov. Cooper, 
Patrick J. Hurley, Secretary of War in the Hoover 
cabinet, and (wearing a hat) Commodore Ernest Lee 
Jahncke, Assistant Secretary of the Navy in the Hoo 
ver cabinet 


Journal Reports 

(Continued from page 10) 
new units can be built only to house people displaced 
by slum clearance projects. 

Slusser says a survey shows 70 U.S. cities have 
slum programs that will produce a need for 90,000 
units. He says the problem will be strictly adminis 
trative. 

Since slum clearance is run by the Housing and 
Home Finance Agency, Slusser feels HHFA and PHA 
must work together tie in slum clearance with 
public housing projects. Consequently, he’s pushing a 
plan to put both programs under one man, believing 
he should head the slum clearance program now that 
Congress has tied it to public housing. 


MBA Announces Convention Speakers 

On September 27-30 the Mortgage Bankers Associa 
tion will hold its 41st annual convention at the Conrad 
Hilton Hotel, Chicago. Highlight will be a broad con 





ference on construction for minority groups and accel 
‘eration of urban redevelopment, two fast-growing 
industry trends. James W. Rouse. a member of the 
| President’s housing advisory committee, will conduct 
the session. Guy T. O. Hollyday, former commissioner 
| of the FHA and George W. Snowden, consultant on 
| minority group housing for the FHA, will be key 
speakers. About 3,000 mortgage commercial and mu 
tual savings bankers, title and trust company officials 
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and life insurance executives are expected to attend. 
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AUTHORIZED F-O-W DISTRIBUTORS: 


ALABAMA 
STRIBUTORS, Rocky Mount. Virgir 
ARKANSAS 
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CALIFORNIA 
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WINDOWS 


Look for this emblem 
on the windows 
of quality homes 


Cleaning or painting windows used to 
be a major household job. Now, with 

R-O-W lift-out windows, these chores 
can be done easily — inside the home. 


See your local lumber dealer or write 
ReO°-W SALES CO. 1338-78 ACADEMY AVENUE - FERNDALE 


ty 
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An Orderly System 9-1 


It is now possible to file large lay-outs and tracings 

by using this “mailing tube method” and yet have 

the material readily avail 

able through the use of an 

index relating to coordi 

nated tubes in the Multi 

roll File according to Roll 

& File Systems, Inc., Fern 

dale, Michigan. Each unit 

contains 25 individual 

tubes of 214 inch inside 

diameter encased in a 200 

pound-test reinforced corrugated board container 

The rear ends are closed to prevent air circulation 

and both sides and tubes ends are finished in a plastic 

base enamel in a choice of dark green or medium 

grey. Three models, providing tube lengths of 30, 
6 and 42 inches are currently in production 


Radiant Electric Heating 9-2 


Development of a new heating wire that can be 
used in ey wall construction, has been announced 
by General Electric’s Construction Material Divi 
sion at Bridgeport, Connecticut. The new wire, which 
uses a nylon coating over the thermo-plastic insula 
tion, has a new higher rating of 90 C which makes 
it practical for heating homes where “dry-wall’ is 
used. The nylon coating also gives the wire superior 
abrasion resistance. In addition, General Electric 
manufactures a heating wire for installation in plas 
ter. Both types of wire are installed in the ceilings, 
and both systems are controlled by room or zone 
thermostats 


Modern as Tomorrow 9-3 


The versatility of Ripplewood textured wood wall 
paneling throughout the home is shown in a series 
of illustrations in the new full-color brochure recent 
ly issued by the Georgia-Pacific Plywood Company 
of New York City. The 12-page brochure illustrates 


Handy Inquiry Form 


NATIONAL Rea Estate AND BUILDING JOURNAL 
427 Sixth Avenue S. E. 
Cedar Rapids, Iowa 


I want to know more about the items checked below. 
Please see that complete information is sent to me with- 
out cost or obligation. 

9-1 9-2 

9-6 9-7 

9-11 


9-3 
9-8 
9-12 


9-4 9-5 
9-9 9-10 
9-13 


Name Title 
Building or Firm 
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many of the decorative possibilities of a tex- 
tured plywood as wall covering in today’s new homes 
or over old plaster walls. The brochure also demon- 
strates how finishes may be combined in two-tone 
effects, light on dark, dark on light, or color on color, 
enabling the homeowner to be his own decorator with 
Ripplewood’s 4 by 8 foot panels, and 16 by 16 or 12 
by 12 inch squares. 
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Self-Adjusting Door 


The manufacturer of 
this Beauti-Dor adjustable 
shower door, Shower En 
closures, Inc. of Chicago 
says only a simple adjust 
ment of the jambs is all 
that is required to assure 
level installation in open 
ings of 2314 to 25, 25 to 
261% and 261% to 28 inch 
es. The Beauti-Dor is 
made of extra thick, high 
ly polished, heat treated. 
rust proof aluminum and 
glass is 7/32 inch in ex 
clusive “Sea Foam” pat 
tern. It is shipped in indi 

vidual cartons — completely assembled — and ready 
to install as it comes from the factory 


Under Lock and Key si 

The Variety Manufac 

turing & Engineering 

Company of Chicago has 

announced the availabili 

ty of a Dead-Lock Latch 

on their Fulton custom 

line of architectural 

aluminum doors. Design 

ed for narrow stile doors 

with limited backset, it is 

especially practical for 

tough wind conditions and 

limited access locations. 

Features of lock include 

key operates both bolts . . . latch handle can be used 

singly or in pairs .. . knob can be used on pairs and 

on outswing doors latch can be held retracted 

latch can be used with buzzer keeper . . . has a 
minimum of parts 


Balance-All 
The Rockford Window Balance Company of Rock 


ton, Illinois recently intreduced this new window 
sach balance that elimi 

nates ropes, sash 

weights and pulley 

hardware. According 

to the manufacturer, 

features include” easy 

installation and «mooth 

operation at all times. Made of brass and aluminum 
it cannot rust and can be installed in either old or 
new windows 
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Door of The Future 9-7 


A new Herculite tempered glass door, one-hall 
inch thick and weighing 50 pounds less than three 
quarter inch tempered glass doors now available. 
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Now, the famed Scholz California contemporary 
in a completely new designed line with the characteristics 
which have made Scholz Homes sales record setters every- 
where they have been built... featured in nearly every 
major home magazine from coast to coast. in the past year. 


if you build homes anywhere from $10,000 to 
$30,000, Scholz 1954 homes will give you the advantage of 

this tremendous prestige and ‘built in” sales appeal... 

will save you money and turn over more houses per year! 


Scholz is first to bring a three bed room-2 bath, 
separate recreation room, attached garage ranch home 


(conventional or open beam ceiling) down in the 
$15,000 range. 


Not a pre-cut—but a fully panelized home 
designed by successful builders with years of know-how to 





be the simplest, most easily assembled house ever erected 
using a maximum of four men. Codes classify Scholz homes 
as conventional construction. 


Project builders can build as many as 40 homes 
without duplicating an exterior. Scholz homes are now 
manufactured in the widest range of sizes and types in one 
of the most modern plants in the industry. WRITE, call or wire 
today for complete information. Models can be seen 
Sales Representatives — in Toledo or Cleveland. Financing available. 
Scholz Homes is the fastest growing manufacturer in 
ao rapidly expanding industry offering 
unparalleled opportunity to men who can fit into 


our aggressive program. Contact... 


scholz homee s 


incorporated 
2001 Westwood Toledo, Ohio 








Here’s a sure-fire way to get nation- 
wide attention when you want to: 


@ Sell or lease commercial-industrial property 

@ Find buyers for hard-to-sell residential properties 
@ Locate capital for real estate investments 

@ Sell farms, ranches, groves or resort properties 


The classified section of NATIONAL REAL Es- 
TATE AND BUILDING JOURNAL is your best bet. 
Rates for this complete national coverage 


are nominal. 


Write today for rates: 


NATIONAL REAL ESTATE AND BUILDING JOURNAL 
427 Sixth Avenue S.E., Cedar Rapids, lowa 








A place for everything — everything in place with 
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ea aver 


Realtors’ File 
ENVELOPES 


@ Progress of deal instantly visible 


ONLY 


Cc 


EACH 
(in lets 
ef 100) 


@ No hunting for mislaid papers 
e Nothing omitted — nothing neglected 


Join the ranks of ‘Deal 
Saver’ users — Guernsey- 
Moon, Waterloo, Iowa, Bray 
Realty, Loveland, Colo., Bek- 
ker & Emerich, Greenwood 
Lake, N.Y., Hub Realty, 
Veedersburg, Ind., C ; 
Gorham Agency, Brainerd, 
Minn., Hicks Agency, Chilli- 
cothe, Ill., and many others. 
— You too can save precious 
time with these efficient, in- 
expensive realtor’s§ aids. 
Mail coupon today. 


Sturdily made of tough, long-lasting manila, legibly printed with 
125 check lines that completely cover every item. ‘Deal Saver Jr.,”’ 
size 9 x 12”, 9c each in lots of 100; less, Ile each. . . . “Deal 
Saver Sr.,” 10” x 15”, 10¢ each in lots of 100; less, 12c each. Prices 
F.O.B. Royal Oak. 


LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 








Ship us — “Deal Saver Jr.,"’ at 


‘Deal Saver Sr.,’’ at Check 


enclosed. 


0 


| 
| 
i 
| 
[} Send free samples. 
| 
| 
l 


ADDRESS on 





ee aa aa aaa aa a St” 


16 


September, 1954 - 


has been announced by the Pittsburgh Plate Glass 
Company. The new product is designed to swing 
‘asier in manual operation and will have the same 
quality, appearance and hardware as the heavier 
model in addition to ample strength. A newly de 
igned line of hardware is available in keeping with 
modern architectural design trends. Herculite door 
‘ames with stop members to receive one-half inch 
sidelights are available for the new doors. Both Pittco 
ind Pittcomatic hinges may be used with them. 
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Something for the Kitchen 


This new sink has been developed and introduced 
‘yy Elkay Manufacturing Company, Chicago, as the 
answer to end sink fa- 
tigue and relieve back 
strain. One of the fea- 
tures of this sink is a 
hallow, sit-down bow! 
that allows for knee 
rom underneath. 
Made of stainless steel, 
the sink is available in 
72, 84 and 96 inch 
lengths for convention 
al counter arrangement 
or in a 4014%4 by 5414 
inch peninsula model for either island or peninsula 
installation. The peninsula sink has two deep bowls 
for rinsing and dish washing and a shallow one for 
sit-down use. A fully rotating swivel faucet will 
serve all three bowls. The counter model has one 
deep bowl and one sit-down bowl. 


ef 


Talking Houses 


Model homes can do 
their own selling job. 
explaining their quali 
ties to visitors with the 
use of this newly de 
veloped Message Re 
peater Junior, a_ prod 
uct of the Mohawk 
Business Machines Cor 
poration of Brooklyn, 
New York. Eight inches 
in length and utilizing 
an external five-inch 
speaker it delivers its 
message from a mag 
netic tape within a car- 
tridge the size of a pack of cigarettes. Each message 
can be up to two minutes in length. The unit de- 
livers sufficient volume to be used as a public ad 
dress system or in conjunction with outdoor adver 
tising displays. 


No More Slams or Bangs 9-10 


The Keystone Klo-Sure, an automatic hydraulic 
oil check suitable for installation on any screen 
or storm door, wood or 
metal, is a new prod 
uct made by Keystone 
Alloys Company of 
Derry, Pennsylvania. 

According to the manu 

facturers, the Klo-Sure 

provides continuous, 

positive control which closes doors quietly and 
(Please turn to page 41) 
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BATHROOMS AND BEDROOMS are where most soiled laundry originates. The logical place to locate 


a laundry is adjacent to these areas, where dual use of plumbing supply and drain lines is possible 


LOW-COST CUSTOM MODELS hove all 
essential features for top performance. 


“NEW Way to Wash” Twins Arrive 


Famous Westinghouse Laundromat® and Dryer 
build maximum interest in only 5’-3’ floor space 


New home buyers today want com- 
plete automatic laundry areas. To 
satisfy this demand, Westinghouse 
introduces new De Luxe Twins, 
styled for attention and engineered 
for value. 

The De Luxe Laundromat offers a 
‘New Way To Wash’’ with its 
patented Agi-Tumble Action that 
makes obsolete all other methods. 
Its Single Dial Control provides 
complete flexibility in washing time 
and temperatures. Its Weigh-to- 
Save Door and Water Saver allow 
sizable economies in hot water and 
detergents 


The companion De Luxe Clothes 
Dryer features an exclusive direct ait 
flow system that dries clothes faster. 
The fully automatic Control Dial 
provides special flexibility for mit 
acle fabrics; also complete drying 
for storage and damp drying for 
ironing. 

In most cases these De Luxe Twins 
can be flush installed. Both have the 
new Laundrofile that keeps operat 
ing instructions on the back panel 
within easy reach. 

Get complete specifications from 
your Westinghouse Distributor or 
write direct 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division + Mansfield, Ohio 


YOU CAN Bg SURE...iF ws Westinghouse 





V. J. Anderson has been engaged as a building con- 
tractor in Santa Ana for the past 32 years. He has built 
many small commercial structures and many homes 
throughout the County of Orange. He is past president 
of the Orange County Builders Association and has 
served for many years on the board of directors. Mr. 
Anderson is a 1914 graduate of Drake University in 
Des Moines, Iowa. 


EOTAOUE. “Perfect Home is creating friendly 
i. fy public relations and goodwill for us,” 


says V. J. Anderson, California homebuilder 


ye Home Magazine is doing an excellent job for us in keeping 
our name before the public and in creating good will,” says Con- 
tractor and Builder V. J. Anderson of Santa Ana California. 

“We are pleased to have had the Perrect Home franchise for the 
past three years and intend to increase our circulation this year by 
25 per cent. 

“We get many calls from people wanting to be put on our mailin 
list which is an indication that a number of people are reading ne 
copy mailed out. 

“Our subcontractors renew with us each year as co-sponsors and we 
have a list of others waiting to go on as co-sponsors.” 

We, the publishers of Perrect Home Magazine, are pleased to pass 
on to you Mr. Anderson’s enthusiasm . . . pleased because he repre- 
sents one of the hundreds of top-flight real estate, home building, and 
home financing organizations the nation over which recognize the 
value of building goodwill, prestige and confidence among leading 
citizens in their communities. PERFECT HOME is like a personal call. 
Going into the homes of these key — as the sponsor’s own publi- 
cation, Perrect HoME cultivates third party influence and becomes 
a community force for home ownership. It connotes quality, fair deal- 
ing, high ethics. It commands readership with skillfully written articles 
and sparkling photographs of the latest in home design, furnishing, 
and equipment. 

Through the Perrect Home plan, the cost of sponsoring and co- 
sponsoring this program is nominal. Editorial preparation, art, and 
engraving costs are shared among its users throughout the United 
States and Canada. Local reproduction and mailing costs are spread 
among the selected, reliable building factors who are invited into the 
program and who gain in prestige and good will from its use. 

A limited number of exclusive, annual, renewable franchises are 
available to established organizations with unusually high qualifica- 
tions, 

If interested, please address your inquiry to 


STAMATS PUBLISHING COMPANY CEDAR RAPIDS, IOWA 
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For Cost-Saving, Comfort, Convenience 


... Look to RUSCO! 


( Fully Prefabricated, Ready-to-Install 
RUSCO PRIME WINDOWS 


Rusco Prime Windows are complete, ready-to-install 
units made of hot-dipped galvanized tubular steel. 
They are pre-glazed, finish-painted with baked-on 
enamel and fully weatherstripped. Insulating sash 
(optional) gives exclusive MagicPanel® rainproof, 
draft-free ventilation. Rusco’s Fiberglas screen will 
not rust, rot, corrode or stain—never needs painting. 
Sliding glass panels are removable from inside for 
safe, easy cleaning. Rusco Windows make big savings 
in installation time and cost. Available in horizontal 
slide and vertical slide models. Also in 3-panel and 
}-panel “Fulvue” style for extra-large window areas. 


Prime house door . .. screen door ) 
... ventilating window—all in one unit! 





Rusco 3-in-1 Windo-Door inserts fit standard 1°,” and | 
134” wood doors. Give you a twin-slide operating window, a 
complete with full Fiberglas screen panel, in a door, thus ve 


’ 

providing added window area in the room at minimum > 7 
' 
i | 





cost, plus added light and controlled ventilation. Ideal ry 
for kitchen, terrace, side door or porch. Properly used, ! 

Rusco Windo-Doors can effect big economies in construc- MONT AND VENTHATES § —VENTILATES 
mM : - VIEW WITH FROM FROM 
tion and enable you to offer more house for the money. d e CLOSED-DOOR Tor Bottom 

b PROTECTION 


Permanent Year ‘Round Protection 
plus Wonderful Eye Appeal! 

RUSCO All-Metal VENETIAN AWNINGS 
AND VENETIAN-TYPE DOOR CANOPIES 


Metal door canopies and window awnings are among 
the fastest-growing and most wanted home equipment 
items on the market. Rusco Awnings and Canopies are 
sturdily constructed, beautifully finished in baked-on 
enamel and styled with horizontal lines that conform 
with good architectural design. Awnings give “see 
through” visibility, free ventilation, controlled light. 


For illustrated literature and name of your nearest Rusco dealer — phone, wire or write 


THE F. C. RUSSELL COMPANY 


Dept. 6-NR94, Cleveland 1, Ohio « In Canada: Toronto 13, Ontario 
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onty NATIONAL HOMES does 
Yhild, tor x BUILDER-DEALERS 


NATIONAL HOMES dealers 
holding Open House Show- 
ings this month will enjoy 


the tremendous support of * Surprisingly low down payment for non-ceterans 
Monthly payments approximately $65 


has many fine-home features, including 
@ LARGER KITCHEN — the wish of ever, 
; homemaker—with sink on outside wall 
full-page ads in: porn Wes! 


‘ This beautiful National “ Pacemaker 
crowd-pulling full-color, } 


under window 


@ ALCOVE-TUB BATHROOM — gener- 


ally found only in more expensive homes 
@ SPACIOUS INSIDE STORAGE plus 
GENEROUS OUTSIDE STORAGE with 


plenty of room for garden and recrea- 

tion equipment 

Ortionat Eguiement: Cc — ony" ond 

tioning, and Duomatic Wast Dryer 
Select f f 
e 


or Proms 


COMPANION 


Better tomes 


and Gardens 


(00) 
HOUSEKEEPING 








NATIONAL 2 BEDFOOM PAC EMAKIO 
ae 


Nationwide Showing September 11-12 


Wetch tecel newspaper fer location of Netione! ij Sa Open House neorest you! 





a big company-paid newspaper ad campaign in each dealer's city... 


Yuin ct d sparkling full-color brochures . . . other great sales helps. If you'd like to share the 
is: sees canenakt ee results of our next Open House Promotion, write at once . 


APAYETTE INDIANA MORSEMEA new yoRK 
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Keep Them on the Rum..-ccccccvccceccesseeses 


F YOU haven't experienced any abuses of advance listing fees 

in your area, you’re fortunate. It means your state probably has 
not been victimized — yet by unscrupulous agents of certain 
national business brokerage organizations. 


Some states have had more than their share of cases — New Jer 
sey and New York, for example. License law officials there have 
been investigating complaints for months, and in the past few 
weeks they began revoking licenses of offending firms and agents. 
Realty commissioners in other hard-hit states are gathering evi 
dence, preparing to yank the rug from under the offenders. 


Journat editorials (May, June 54) focused burning-glass at 
tention on the way these companies operate. Now that their activi 
ties have received national attention, guilty firms are rapidly at 
tempting to take on a cloak of respectability. But abuses still go on 


In New York state, it is reported that one firm solicited 200 
listings in the past two years, charged owners $77,000 and yet has 
not sold one of the listings. 


At this point it should be made clear that the charging of an 
advance fee for listing business property is not objectionable in it 
self, but it is a dastardly bit of misrepresentation to collect an ad 
vance fee, promise concerted sales effort and national advertising, 
then do practically nothing to effect a sale 


Another point that should be clarified is that most organizations 
Publisher selling business and investment property nationally are reputable 
Saennear $. Sranats Neither the JourNAL, realty commissioners, nor the industry’s as 
sociation has any quarrel with them. These firms should be com 
mended for filling a need for this type of operation in the real estate 
industry and for basing their growth on performance and confi 
Editor and Business Manager dence. But, unless something is done, these firms will have to stand 
Bos Fawcett the gaff caused by the bad name unscrupulous agents have given 
national business brokerage 


Editorial Director 
RALPH H. CLEMENTS 


Managing Editor 

Rocer C. Lakry 

Associate Editors What can reputable companies do? We ask them not only to 

Senne Sencsem make sure their own skirts are clean but to help clean house by 
Wituiam O. Turner reporting abuses to realty commissioners of the states involved or 
to JouRNAL editors. We ask all industry members to do the same 
By a relentless, concerted effort we can all destroy this cancerous 
cell before the malignancy undermines public confidence in other 
segments of the real estate industry. 


Editorial Assistant 
ROGER SCHRODERMIER 


Tax Editor: E. H. Welter 
Legal Editor: George F. Anderson 


Contributing Editors : 
Earl B. Teckemeyer, Jack Stark, Sam Russel! 
Art and Layout: 
Donna Hahn, director; Vivian Ives, 
Jack Hines, Betty Fredericks, assistants 


idvertising Service Manager 
Roger Schrodermier 


Circulation Manager: BE. J. Dvorak 


Production: Roger C. Hawley 
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By PETER STAMATS 


Associate Editor 


Like it or not, the new housing law 


is here. And in spite of its 


difficult birth, it’s a pretty healthy 


baby. How will it affect your every- 


day business? Will it boost 

new home construction, speed sales 
of new homes? Industry leaders, 
interviewed by JOURNAL editors. 
supply answers which may 


guide your planning. 


IKE AN OVERDUE BABY, the nation’s new 
4 housing law has finally arrived. Weeks ago, in 
dustry leaders fully expected a normal birth. But 
a bad case of housing scandals and a harsh remedy by 
over-cautious Senate doctors almost killed the in- 
fant. House leaders finally prescribed a_ better 
remedy and Congress delivered a healthy new hous 
ing law. 

Now it’s here, and it’s being burped on the knees 
of industry leaders, contemplating the effects of this 
most sweeping revision of housing law in years. 

How will it affect your business? Will it make 
used and new houses easier to sell? Will lenders go 
along with more liberal terms? Here are opinions 
of realtors, builders and mortgage bankers across 
the country. 

Ronald J. Chinnock, NAREB president. says, “The 
new housing law will make home ownership possible 
for more American families and, in turn, maintain a 
high level of activity in the real estate market. But,” 
says Chinnock, “my chief criticism of it is the in 
clusion of even a token continuation of the incentive 
killing principle of government ownership and opera 
tion of family dwellings.” 

Alan E. Brockbank, outspoken past president o! 
NAHB, says, “The Eisenhower Administration set 
out to write an entirely new law but they got tangled 
up in politics. With a firm desire to show what a 
poor job the Democratic Administration had done 
in housing they did everything they could to point 
the finger of shame, when, in fact, the most outstand 
ing job done by the Democratic Administration was 
in housing. My opinion of the new housing law is 
that it isn’t what it should have been and easily could 
have been.” 

Such answers echo the reactions of realtor-build 
ers across the nation. Nearly all agree the new law is 
better than past legislation. The question is how 
much better? 

Asked more specifically about the new law’s pos 
sible effect on their own business in the next six 
months, real estate executives answered optimistical] 
ly. 

From North Carolina Ed Mendenhall says, “We 
should have some additional building, and sales 
should increase about 10%.” 

Cincinnati Realtor Myers Y. Cooper says the 
greatest effect to be expected from this bill will be an 
increase in buying of houses selling for $15,000 or 
less. 

The new law will mean 50 new $18,000 to $20,000 
homes for William J. Elliott, El Paso builder, in the 
next six months. And, Realtor-Builder Morris W 
Turner of Tulsa says his brokerage department will 
probably sell 10% more used homes, his construction 
of new homes will increase 20%. 

One builder says there are a great number of GI's 
who have used up their loan privileges and who need 
larger housing. They and other Americans should 
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New Housing Law Affect You?........ 


be taken care of on a reasonable downpayment basis. 

Others don’t feel the bill will have much effect on 
their activities within the next six months. Carl Gel 
lert, San Francisco builder, says home building in his 
area won't show a marked increase because of the 
new law. However, he does feel the bill will stimulate 
home purchases in the long run. Non-veteran buyers 
who have been required to make too high a down- 
payment in the past can now afford to buy. 

Russel A. Pointer of Saginaw, Michigan, doesn’t 
believe business will increase to any great extent in 
the next six months through provisions of the bill, 
but feels it has already had a psychological effect on 
stabilizing existing home prices. 

Commenting on the commercial picture, George F. 
Oakes of Boston says, “The only stimulus which the 
new bill will provide for commercial real estate will 
be the reestablishment of the Federal National Mort 
gage Association which will be of great value to the 
secondary mortgage market. Of course, the building 
of a large number of development homes will ulti 
mately lead to greater commercial development in 
those areas.” 

Will the new law boost the number of new house 
starts this year? Some builders say low downpayment 
buying has brought certain areas close to the satura 
tion point already. 

One New England realtor, enthusiastic about the 
new law, says it can mean a big increase in new 
house starts if only tract developers sell its fea 
tures to the American public. He says, “The new 
law provides incentive for lender, builder and buy- 
er. At last the government is providing proper in 
centives for Americans who want home ownership.” 

Many builders interviewed aren’t so enthusiastic. 
They feel the increase can’t be very great since the 
law will have been in effect for such a short time. 

The clause requiring written warranties on new 
houses meets with objections from many _ builders. 
but they rebel only because they feel it’s an unneces 
sary nuisance. Gellert says, “It will only increase the 
paper work for the already over-burdened home 
builder, thereby increasing the cost to the home 
buyer without accomplishing anything of value for 
him.” 

Brockbank makes this comment on the warranty 
clause “The thing that bothers me about the 
warranty is that the Congress doesn’t seem to realize 
that no two houses are precisely alike, and even 
though we sign a warranty that they are substantial 
ly in conformity with the plans and specifications, 
still that doesn’t meet the requirements. What peo 
ple wanted was someone to stand behind the house. 
not warrant that it was built to plans and specifica 
tions. The real problem in the warranty is that the 
purpose for which people wanted assurance hasn't 
heen covered.” 

Is it necessary to require written warranties? 
Many builders have been giving them voluntarily for 
vears. But, whether they give warranties or not. 








Briefly—— 
What the New Law Does 


@Provides easier down-payments and almost equalizes FHA 
terms for new and existing houses. (see charts page 24). 


@ Boosts mortgage ceilings on all one- to four-family dwellings. 


@Allows owner-occupants FHA mortgages up to 95° of the 
first $9,000 appraised value, 75% of value up to ceiling. 


@ Provides for 35,000 public housing units for one year, but 
only to rehouse families moved out by slum clearance and 
rehabilitation. 


@Recharters Federal National Mortgage Association so that it 
will ultimately pass from government to private ownership. 


@Creates a National Mortgage Credit Extension Committee to 
get funds into weak mortgage areas. 


@ Permits builders 85% of the mortgage terms available to own 
er-occupants. 


@ Requires builders to give a warranty on all FHA-VA insured 
one- to four-family homes. 


@Gives the lender 90% insurance on cach Title I repair loan 
rather than full insurance up to 106° of his portfolio. 


@ Limits those eligible to make Title I repair loans, cuts luxury 
use of such loans and puts a $2,500 ceiling on multiple loans 
for one property. 


@ Authorizes FHA to insure open-end mortgages, making money 
for repairs available at the lower interest rate and repayable 
over the remaining life of the mortgage. 


@Gives military personnel a maximum mortgage ceiling of 
17,100 permitting 95° loans on houses up to $18,600, 


@ Requires builders of rental housing to certify actual costs and 
lower their mortgages to the allowable percentage limit. 


@ Forbids FHA projects from taking in transients unless written 
approval from the FHA was previously given. 


@ Broadens Tithe I redevelopment of the Housing Act of 1949 
to include slum prevention as well as slum clearance 


@Bars urban renewal grants to communities until HHFA 
approves plans for destroying existing slums and preventing 
new ones, 


@Extends Tithe VILE (Wherry Act) military housing and Title 
IX defense housing for one year. 


@ Merges the Title I, Sec. 8 program with Title I. 
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This shows FHA valuation compared to the maximum 
mortgage amounts obtainable by the owner-occupant 
buying a new or existing two-bedroom one- or two- 
family dwelling. Also shown are the loan-value ratio, 
down payment and monthly payments. These are based 
on a 30-year amortization plan; they include payments 
on the principal, interest at 414%. 











good builders realize they have an obligation to the 
home buyer. They know their reputations as build 
ers are worth more to the home buyer than any scrap 
of paper. 

Realtors were asked, “How do you believe the new 
law will effect sales of existing houses?” 

Pessimistic realtors feel the law will make used 
homes less desirable due to new home promotions 
They feel the bill is designed to aid building new 
homes more than selling existing ones. 

Optimists like Robert B. Collins, Tulsa realtor, 
says that equity money has been hard to find, but 
now the new law will put more buyers for old homes 
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in the market because of the smaller downpayments 
ag ,ooee 

Cooper says, “Real estate men of the country have 
been working hard for a sound home mortgage credit 
program that will provide a secondary market. After 
more than 30 years, their dream has been realized 
Here again there is an educational job to be done 
among people of moderate means who want to own 
their own homes.” 

R. E. Waggoman of Albuquerque echoes the 
opinion of about 20% of the respondents when he 
says, “Whether the new law will boost used house 
sales depends on FHA valuation of used houses 
Owners are now asking more for old houses than new 
ones. I doubt if the FHA valuations will be high 
enough to obtain 90% loans on asking price.” 

Do real estate executives feel the anti-mortgaging 
out and cost certification restrictions will curtail new 
rental housing construction? 

Says Gellert, “We believe this feature of the new 
law will stop all construction of rental housing unde: 
FHA in this area.” And many realtors and builders 
interviewed agree. 

Brockbank feels the bill is very unfortunate on this 
question. He says under the previous act it was al 
most impossible for anyone to build a 207 rental 
housing project because the law was so restrictive 
Now, he believes anyone who owns his own lumber 
vard, real estate office or anything that goes into the 
house will find it impossible to sign the certification 

Leslie Markovitch. Milwaukee realtor-builder, re 
flects the majority opinion — “Rents are getting low 
er and rental housing will certainly slow down. 
but we can’t blame the new law.’ 

How do realtor-builders think the rechartered Fed 
eral National Mortgage Association will affect the 
supply of mortgage money in their areas? 

Nearly 60% of the respondents say their areas al 
ready have an ample supply of mortgage money, 
but they feel FNMA will help in times of shortage 
Others say its too early to tell. 

Oakes says, “I think one of the key features of the 
rechartered FNMA is the provision to channel FHA 
and VA money into remote areas and small com 
munities. This is an area of financing which left 
much to be desired under former government pro 
grams. The development of small communities and 
remote areas is a = 008 of the nation’s growth which 
I believe to be of the greatest importance. Expand 
ing population and the vast new network of high 
ways makes such assistance to small remote com 
munities one of the key benefits of the new law.” 

How much of a stimulant to urban rehabilitation 
and slum clearance do builders think the new law 
will be? 

More than 80%, of those questioned say the law 
will have little or no impact on the slum clearance 
and rehabilitation problem 

Says Gellert, “The law will have little effect on 
urban rehabilitation and slum clearance because of 
the restrictive measures placed in the law, particular 
ly the anti-mortgaging out and cost certification fea 
ture. Builders contemplating rental unit construction 
under these laws would be fearful of inadvertent 
violations and wouldn’t take the risks.” 

Brockbank thinks the law should do some good the 
way it was written and will point the way for fu 
ture legislation. But, he says, “I think the Congress 
made a serious mistake in not doing a real ~ 4 of 
rehabilitation.” 
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eE’VERYBODY is ignorant.” 
said Will Rogers. “only on 


different subjects.” Every real 
estate salesman has blind om — 
costly blind spots — in his knowl- 


edge of today’s changing real es- 
tate picture, unless you do some- 
thing about it. 

You can do something about it. 
You can build a more productive 
sales force, develop a finer spirit 
of team cooperation, and earn a 
collective reputation for knowing 
your business, which in turn leads 
to more listings and more sales. 

The secret is a sizzling, dyna- 
mic, educational, hilarious, every- 
man-a-participant weekly sales 
meeting. It takes planning and 
follow-through. But the dividends 
are worth it. 

We visited one such meeting 
recently, and a study of how it 
got that way is revealing. 

The Keyes Company in Miami 
employs 70 salesmen in its five 
offices. Sales meetings for a group 
that large could easily become 
mere lecture periods, or could 
yravitate into a rehash of the 
knowledge and exploits of the vet- 
erans on the force. But sparked by 
Walter Etling, sales promotion 
manager, and Arthur Boazman. 
sales manager, the Keyes sales ses 
sions are made a cornerstone of 
staff training and esprit de corps. 

The first rule at the Keyes dis 
cussion periods is “audience par- 
ticipation.” At least half of the 
hour-long meeting is devoted to a 
free, give-and-take discussion with 
everyone having a chance to say 
something. Usually the establish- 
ed theme of the meeting provides 
the subject matter. The A oe ta 
asks, “How would you answer this 
problem?” or “What would you 
do under these circumstances?” 
He asks for volunteers, or calls on 
individuals, depending on which 
keeps the ball rolling best. In all 
of it, the “how-to” principle is 
stressed. 

The second rule is variety. The 
formal part of the meeting may 
include an illustrated lecture, or 
a movie, or a tape recording, or a 
panel discussion. The subjects em- 
brace the gamut of what a good 
real estate salesman ought to 
know, how to get listings, where to 
get prospects, architecture, financ- 
ing, insurance, a sale I made, a 
sale I didn’t make, telephone cour- 
tesy, how to write classified ads, 
how to show property, deposit re 
ceipt clinchers, appraising prop 
erty. In actual practice, the dis- 
cussion leader or the sales manag- 


er uses a black board frequently... 
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How to make sales meetings 


build business 


By RALPH H. CLEMENTS, 


Editorial Director 


The third rule is “personal rec 
ognition of producers.” Awards 
are given to the leading salesman 
of the week, and the leaders in 
various sales contests are given 
recognition. Once a month the 
members of the $50,000-A 
MONTH Club are honored. 

Always there is ample time 
taken for an “economic roundup.” 
National, local and company busi 
ness progress is discus-ed. Articles 
from various news letter services, 
and business magazines, such as 
NATIONAL REAL ESTATE AND 
BuILp1INnGc JOURNAL are reviewed 
with comments from the floor—so 
that the Keyes salesman is well 
informed on business trends. 

The fifth rule is to “leave ’em 
laughing.” The program ends. 
like a good vaudeville act, on a 
strong punch line. Each week a 
$5 bill is awarded to someone in 
the room for some exceptional 
thing he does. For example, when 
we attended the meeting, the 
money was given to anyone who 
could name every man in the 
room. The week before, when sell 
ing the Keyes “SSS” listings was 





discussed, a bell was placed be 
hind one of the listings on the 
cales rack on the wall. As part of 
the program, several salesmen 
were asked to pick up an SSS list 
ing from the rack. One of them 
picked the one with the bell at 
tached, and set it ringing. This 
impressed on the salesmen that 
“you can’t help but make money 
when you pick up an SSS list 
ing.” 

Lastly, the Keyes company 
doesn't depend on salesmen’s 
memories for lasting impressions 
Mr. Etling follows through with a 
mimeographed synopsis of each 
meeting, that gives the real meat 
of the program. “We have found 
that the men as a rule won't take 
notes. And they need to be re 
freshed-in-writing on what tran 
spired., So our follow ups help to 
impress them. and also serve to 
tell the absent what they 
missed. We consider these sales 
meetings, with attendant promo 
tional material, an integral and 
important factor in our twenty 
nine million dollar a year vol 


ones 


ume of business.’ 
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Modernize 


Your Way 


to Extra Profits 


By JEROME P. BisscHop 
Smith-Bisschop & Company 
Detroit, Michigan 


It isn’t just by accident that tremendous profits, far 
more than from new construction, are often realized in 
modernization of run-down properties. There are defi- 
nite steps you must take in deciding if an income prop- 
erty can be profitably rehabilitated or modernized. Here 
are examples of how those steps were used on four 


profit-making projects in Detroit. 


HAT’S the difference between rehabilitation and 

modernization? We generally speak of them in twin 
terms because they're both essential in restoring valuable 
property to its highest producing income. But, they are dif 
ferent. 

Let us treat rehabilitation first Here’s a_ practical 
example: 

The McKerchey Building was taken over by our com 
pany for management in May of 1942. A complete anal 
ysis at the request of the owner, who had built it twenty 
seven years prior, showed the building to be fireproof. 
The footings, foundations, walls and the roof were in bet 
ter-than-average condition, and for all practical purposes 
were almost as good as new. 

The analysis further revealed that the building was 
in a good location — not right in the loop area of Detroit, 
but just outside, within ten minutes walking distance from 
the County Building or City Hall. 

The parking situation was good. Land adjacent to the 
building hadn’t been used for parking, but could be made 
into a parking lot for approximately forty cars. And it 
was possible to purchase another 4)-car lot close by for a 
reasonable price. 

Our analysis also showed that the layouts of the old 
style offices were terrible. In fact. it was necessary to 
vacate every tenant except those on the ground floor, one 
on the sixth floor, and one on the third floor. 

Old partitions were taken down and the layouts of the 
floors were re-made using modern partitions, flush doors. 
and asphalt tile floors. It was necessary to put sub-ceilings 
in the building with soundproof materials. Many of the 
insides of the outside walls had to be replastered. All of 
the windows had to be weatherstripped, new modern pas 
senger elevators were installed, comadion one new freight 
elevator, which facilitated the handling of the freight from 
the loading dock through the basement rather than 
through the lobby. 

The exterior of the building was completely steam 
cleaned, caulked and painted. A new roof was installed. 
All toilets were rehabilitated, that is to say, no new fix 
tures were put in. The old fixtures were all right and could 
be used in this case because the stalls were of marble, in 
cluding a portion of the side walls. The marble had been 
sadly neientail but it polished out and now looks like 
new. 

This program cost approximately $50,000. Keep in 
mind, it is only a six story building. 

Under the previous owner's operation, this building 
had never netted over $35,000 per year. Over the last ten 
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years, the building has netted between $65,000 and $70,- 
000 per year. 

Further. the building was sold for $450,000, and after 
rehabilitation was con. P for $565,000. It’s obvious that. 
had the previous owner known how to manage his build- 
ing. he could have enjoyed the extra $30,000 to $35,000 
annually in net income and would have made an extra 
$115,000 on the sale of the building. 

You might say — “Well, why didn’t he?” The answer 
is — “He didn’t believe it could be done.” 

Unfortunately, too much valuable property is mis- 
managed. 

The above illustration is of rehabilitation, restoring, or 
in other words, “reviving.” 

Now, here’s an example of modernization. 

Take the Charlevoix Building as an example. 

An analysis of this building showed about the same 
facts as those contained in the illustration above, except 
for that it was actually in the downtown area, close to 
everything. Parking facilities were available. 

The four-step analysis further showed that the building 
needed modernization and rehabilitation. 

The modernization consisted of putting entirely new 
modern fronts on the stores on the ground floors, which re 
sulted in increased income to a marked degree. 

It was also necessary to install a new freight elevator so 
that again freight was not channelled through the lobby. 
One cannot conceive how a building could be operated all 
these years with freight being handled through the lobby. 
yet it Was. 

It was necessary to completely rebuild all the toilet 
rooms with modern stalls, toilet seats, new sub-ceilings, 
side walls and asphalt tile floors. 

All the hallways were completely redecorated, the win 
dows, doors and floors were modernized with asphalt tile 

This illustrates the difference between rehabilitation 
and modernization. Modernization means that you re 
place certain parts of the present structure with absolutely 
new modern equipment. 

Here’s an apartment building illustration. 

Let us take an apartment building located on Park Ave 
nue. The building is 57 years old. The previous owner, 
who sold the property, had owned the building for many 
years. His net income from the building, after operating 
expenses, was less than $3,000 a year. 

We tried to get him to rehabilitate because the building 
contained 8-seven room apartments. A careful analysis 
showed that these apartments could be cut up into 8-three 
room units and 8-two room units with two sleeping rooms. 

After the installation of proper plumbing facilities, 
complete redecoration and furnishing, we cleaned, caulked 
and painted the exterior. A new roof was installed. The 
hallways were, of course, modernized as were all of the 
apartments. That is, the position of many of the partitions 
were changed, new stairs were installed, all floors were 
sanded and refinished at a total cost to the new purchaser 
of $15,636. 

The new gross income of the property was $19,200. The 
new property expenses totalled $8,340, including manage 
ment, leaving a net profit of $10,860, or over 362% more 
net profit than the previous owner had ever realized on 
this property. 

Then there is the case of a single home located at 2617 
Vermont Avenue, purchased by our Company on October 
27, 1945. The es ee price of the house was $1,000. The 
rehabilitation cost, $2,100. 

This house was over fifty years old, having no electrical 
wiring, stove heat, no bath room, no gas, outside toilet, and 
had been condemned by the City of Detroit. 

We felt that we should use just such a ridiculous situa- 
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Follow these four steps in determining 


the modernization possibilities 


of your income properties — 


1) Determine what type of people the location 
is best suited to serve. Many buildings are built 
and misused for years before they are finally put 


to their highest income-producing use. 


2) Examine the building's construction, its lay 
out, its footings, its foundation, its walls. Is it in 
good enough shape for rehabilitation? 


3) Decide whether or not the present floor lay- 
outs are rearrangeable. Keep in mind that air con- 
ditioning, as well as the location of plumbing out 
lets and toilet facilities are important factors. Al 
so examine the heating plant, the electric wiring 


and the plumbing. 


4) Estimate how much it will cost to rehabilitate 
the building and decide what new revenue must be 


obtained to warrant going ahead. 











tion as an example, to prove the value of rehabilitation. 
This rehabilitation was in conjunction with the Manage 
ment Division of the Detroit Real Estate Board. 

All of the old shrubbery was removed, the outside toilet 
shed, and fences were torn down. The siding on the house, 
which is frame, was in good condition, but needed repaint 
ing. A new roof was installed, new front and rear porches 
were built. A new Coleman automatic gas heater was in 
stalled, and also a new bathroom. The kitchen was com 
pletely modernized. Asphalt tile floors were put in the 
bathroom and linoleum floor in the kitchen. A sub-floor 
was put in the living room, dining room and two bedrooms. 
The interior was completely redecorated. 

The exterior was landscaped with new lawn and shrub 
bery. 

This job cost $2,100. The house was then resold im 
moan for $3,600, making a $500 profit. 

Such illustrations from office buildings to single houses 
definitely show that millions of dollars are thrown away 
hecause some owners don’t realize the value of their prop- 
ervies, 

This is not to say that all property owners come under 
this category, but the majority % They seem to feel that 
as long as times are good, property management isn’t a 
factor, and vice-versa. They fail to realize that property 
management is necessary in good times so that the prop 
erty may bring in its highest income. In times of prosperi 
ty one can be extremely choosy about selection of tenants 
particularly for office buildings and commercial proper- 
ties, thus selecting only firms whose background, reputa 
tion and financial status makes them secure tenants in bad 
times, 
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Sell Location Too! 


Selling the location as well as the home means double-barreled im- 
pact to the alert realtor and builder. At least that’s what this Seattle 
builder finds, and he’s selling them faster than his crews can build. 


Here’s an outline of his promotion campaign. 


Today's OPEN HOUSE in Suulleo Ml 


"SEATTLE'S NEW QUALITY ADDRESS” 
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quik TY YEARS AGO the Faunt 
leroy section west of Seattle 
could be reached only by ferry 
and wagon trail. It was a favorite 
summer home community for a 
group of Seattle business leaders 
Now A. C. Webb & Company, Inc 
is building a community of some 
250 homes on a 60-acre tract in 
this section which is called Faunt 
lee Hills, and they’re selling the 
location as well as the homes 

“Fauntlee Hills . . . The Quality 
Address” is the slogan that key 
notes the promotional campaign 
to sell the $17,500 to $22,500 brick 
homes. And the homes are selling 
faster than they can be built. At 
one time, they even advertised 
that open houses would be can 
celled for a month to give then 
crews time to catch up on build 
ing. To date, they've finished 100 
three-bedroom homes. 

Here’s the type of advertising 
campaign which has proven su 
nae 

1) Direct mail A four-page 
two-color brochure was prepared 
illustrating the community. the 
view, pictures outside and inside 
a home and a map of the com 
munity and its relative con 
venience to downtown and to a 
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large Boeing Airplane plant. Two 
thousand of the brochures were 
sent to Boeing executives and the 
remaining two thousand were 
given to open house visitors. Ap 
parently, the mailing piece pulled 
well for now over one-half the 
Fauntlee Hills residents are Boe 
ing employees. 

2) Community weekly news 
paper — The West Seattle Herald 
carried a 5-column, 17-inch pic 
torial ad showing homes inside 
and out along with an invitation to 
visit Sunday open houses. Addi 
tional two by five ads appear on 
the front page consistently stress 
ing open-house hours and _ the 
quality-price comparison of value 
The Herald printed three per 
sonality interviews with three-col 
umn pictures which were pre 
pared by the agency. They were 
news stories about families of note 


what their hobbies were. The pic 
ture shows the family group 
around the fireplace or at the pic 
ture window, happy in their new 
home in Fauntlee Hills. 

3) Sunday supplement of daily 
paper The Seattle Times sup- 
plement section was used am 2 
to invite visitors to open house. 
Again, pictures in the ads showed 
exteriors and floor plans of the all- 
brick homes. A map showed how 
to drive to Fauntlee Hills from 
down town. The Homes Editor 
described the homes in her Sun 
day columns. 

+) Billboards — Lighted, 24 
sheet four-color billboards saying 
simply “Visit Fauntlee Hills 
Seattle’s Newest Quality Address” 
were and are still rotated at five 
major arterials each month. 

5) Television — For one month 


the cost of the spots. Recently, 
the main concrete supplier has 
been running a plug for Faunt 
lee Hills and footing the bill. The 
television spots picture cement 
trucks delivering to construction 
projects there. 

Most of this advertising stressed 
Sunday open houses. It is their 
most successful method of selling 
homes. On an average Sunday 750 
yversons inspect the homes. On 
lowe Sundays over 1,500 are ush 
ered through. 

Other location selling features 
Just a block from Fauntlee Hills 
is a new $350,000 community 
church and Y center and a mod 
ern grade school. About four miles 
away, David T. Denny junior high 
school opened its doors to new 
students just two years ago. 

A stone’s throw down the hill is 
130-acre Lincoln Park with its na 


television spots were purchased 
every Friday night using five dif 
ferent pictures of Fauntlee Hills 
At least one house was sold direct 
ly from that campaign. It paid for 


who had moved into Fauntlee 
Hills homes, and in interviews 
told where they were from, how 
many were in the family, and 


tive Douglas Fir trees and mag 
nolias. The Northwest's largest 
swimming pool embraces the wa 
ter’s edge. 





Wall Charts Help 


Control Resales 


HEN AN ORGANIZATION has 26 salesmen, sells 
hundreds of tract homes each year and maintains 

a brokerage operation, a listing control system is essential. vig f 
Walker and Lee, Inc., Long Beach realtors who have valley i 
nearly 5.000 new homes currently in process, found a shy Dope aa nage e” “ 
solution. They set up five wall charts. each of which has 11171 Steabe doom 4, * TS MB 
space for listing 21 properties. Each chart, for greater con- od dock, ea : 
venience, lists only those properties from a certain geo- ls , a 
graphic area. 

According to general sales manager Frank R. Hart, the 
system has proved very effective for the control of resale 
activities. House keys are always available in their desig- 
nated spot in the first column of the two charts. If a sales- 
man is showing a house, the telephone operator or other 
salesman can ascertain that fact immediately by glancing 
at the wall. 

Other columns provide for recording the owner’s name, 
address, which salesman got the listing, date received and 
remarks. Thus, the most pertinent information is instantly 
available without reference to other records. 


NATIONAL REAL EstTare AND BUILDING JoURNAI 


September, 1954 





Homes OurReaders 
Are Building 


e IN MARYLAND 


Baltimore builder slashes costs with new mix for poured walls 


'EARCHING FOR WAYS to shear construction heating using Sono-Aire ducts and a counterflow fur 
sn po on low-priced houses, Builder Carroll C. nace, American-Standard plumbing fixtures, as 
Martin invented a concrete mix which makes poured — phalt tile floors, attic storage. beamed ceiling, abun 
walls practical. He is developing 75 homes near Balti- dant wall and closet space, kitchen exhaust fan, 
more which have poured monolithic exterior walls plastic tile bathroom walls. 
using his new process. After completing present projects, Martin plans 

Martin’s admix, called M-52, solves the age-old to spend full time “farming out” his process to other 
problems of condensation, leakage and heat loss, ac- builders on a fee basis. Carroll Sales Corporation, 
cording to a consulting engineering firm which test- headed by R. B. Dial of Temple Realty, Inc., has 
ed an actual house. The company reports the six- been organized to set up regional agencies for M-52 
inch wall is equal in insulation value to about four houses in various parts of the country. Martin will 
inches of brick, four inches of block, % inches of fur- train builders and their key construction men in the 
ring, ¥% inches of rigid insulation (not plaster board), new process and help them get financing. 
and 1% inches of plaster. And it claims moisture will 
not penetrate the wall during high wind and rain or 
when vapor pressures differ from inside to outside 

Martin claims other advantages: Takes less man 
hours to erect, has year-round insulation and _ is 
sound-, water-, fire- and vermin-proof. M-52 con 
crete is one-third lighter than, yet as strong as or | KITCHEN 
dinary concrete and requires no gravel. The poured | DINING ROOM 
walls have no air pockets or space. Trim and wood 
work can be nailed directly to walls, and multicolor 
paints and stuccos adhere readily. No stockpiling of 
materials is required on the job. 

Sales are going well, Martin says. VA has ap 
proved M-52 houses for GI financing throughout 
the nation. Baltimore selling prices are about $8,700, LIVING ROOM 
$9,800 and $11,750 for two-, son and four-bedroom BEDROOM 
models. The model illustrated here has about 900 
square feet of space. 

Main features include slab construction, perimeter 


























@ IN TEXAS N PLYMOUTH PARK on the 

Dallas builder offers fully air conditioned homes for $12,950 P. — yr: on a 
homes equipped with Carrier 
Weathermaker air conditioning. 

Three different models feature 
three bedrooms, a 13-by 29-foot 
living-dining area and two baths 
Kitchens are knotty pine and in 
clude a breakfast nook in a 10-by 
14-foot area. 

The lot is 65 by 120 feet. The 
carport has a storage wall at the 
end for garden supplies and fami 
ly extras. 

Cooling and dehumidification 
in the summer and heating in the 
winter are provided by the Car 
rier Weathermaker air condition 
ing system which also filters all 
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RICK HOMES WITH CONTEMPORARY styling are be 

ing built and sold with “do-it-yourself” promotion in Fay 
wood, a subdivision developed by the Arcose Company, Cin 
cinnati realtor-builders. 

The three-bedroom homes have a modest 936 square feet of 
floor space, but are architecturally designed for open-living 
and have a full basement. 

Combed wood paneling separates the living-dining area from 
the kitchen which is on one side of the house for easy access to 
the car-porch. A Modernfold door separates one bedroom from 
the living room so it may be used as extra living room area. 
a den or a bedroom. The homes sell for from $16.500 to $16 
900. 

Promotion was underway two weeks prior to the formal 
opening when one of three major daily papers ran an exclusive 
story about Faywood. The week following, an eight-page sup 
plement was run in another local paper showing details of the 
subdivision, including floor plans, front elevations, financing 
terms, brand names of products featured such as complete 
General Electric kitchen and the Minneapolis-Honeywell 
Moduflow heat control, and human interest items about peo 
ple in the company. 

One of two model homes was completely furnished, while the 
other was used as a sales office where all financing and down 
payment charts were set up along with a subdivision plat map 
Suppliers had various booths displaying samples of their prod 
ucts and materials, and a three-minute movie was continuously 
shown pointing out the advantages of Faywood homes’ Minne 
apolis-Honeywell Electronic Moduflow heat control. 

Hostesses throughout the furnished home passed out Arcose 
Company literature and answered questions about designs, 
financing and terms. 

Throughout the entire program, the “do-it-yourself” theme 
was used. This was especially featured in the basement of the 
furnished model which was devoted to showing the many pro} 
ects Mr. and Mrs. Home Buyer might undertake to get even 
more livability from their Faywood home. The basement was 
divided into a recreation area, a dark room, a home work shop 
with popular power tools on hand, an automatic laundry, and a 
giant display panel showing the national recognition given 
Arcose in planning, building and merchandising low-priced 
homes. In less than two weeks all the homes in Reweel 
under contract. 


e IN OHIO 


‘Do-It-Yourself’ theme sells this realtor’s homes 
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air coming into the house. The 
Carrier unit is located in a small 
closet in the living room of some 


voltage lines for electric cooking 
are installed. Plumbing is copper 
throughout. Bathrooms are tiled. 





models and in a small hallway of 
others. Homes were designed for 
air conditioning and for this rea- 
son many extra corners and jags 
demanded when coping with cross 
ventilation have been eliminated. 
In the kitchen a solid copper 
“Vent-a-Hood” helps remove cook 
ing odors. Cork floors are placed 
in all activity areas with quarry 
tile at entrances. The rest of the 
house has a base flooring of as 
phalt tile. A carpeted floor is fur 
nished in the master bedroom. 
Lighting in all rooms is in 
direct. Connections for automatic 
washing machines and the high 


A 40-gallon water heater is pro 
vided. 

Another interesting feature is 
an outside play area for the en 
tire family. Each house has its 
own covered flagstone patio just 
outside the large glass- windowed 
side of the house 

The Carrier Corporation, which 
has sponsored nearly 100 such 
developments in different sections 
of the country, helps train the real 
estate salesmen in using the air 
conditioning as a sales feature. 
They also send teams of promotion 
and public relations people to 
work out all the details. 
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Make Mortgage Contracts More 


Do more flexible mortgage contracts mean an abandonment of amortized home 


mortgage lending? Absolutely not, says the author. He believes mortgages 


should keep tune with the times, offer families the best possible service. To 


do it, he advocates the package and open-end mortgage, prepayment privi- 


leges, a declining interest rate in the contract, and a loan modification agree- 


ment. Here are his reasons for wanting to modernize mortgage contracts. 


By HORACE RUSSELL, General Counsel 


United States Savings and Loan League 


KLEXIBLE mortgage contract 
“A. properly administered can provide 
the average family with better service 
and better service is our job. And ex 
perience has shown that such contracts 
can be provided without undue risk or 
expense to the mortgagee 
I think no one will disagree that the 
young family is better served which 
vets long term home financing for al! 
family needs under a flexible mortgage 
contract than by a closed-end inflexible 
mortgage on the naked house and lot 
This eliminates the need to finance ap 
pliances, equipment and other facilities 
short term at 10% or 12% and borrow 
ing money for repairs, improvement 
and emergencies short term at 10% 
or 12% or 42% or incurring the delay 
and expense of refinancing the home 
mortgage debt 
Some have suggested that such a 
suggested program is an abandonment 
of amortized home mortgage lending 
It is not. It works out this way. The re 
liable young family buys suitable home 
property and obtains such mortgage 
financing up to the amount needed or 
the maximum amount obtainable under 
a flexible contract on an amortized 
basis. If he pays promptly he establish 
es good credit and amortization results 
In his case, if he has other credit needs, 
such as for a garage, driveway, land 
scaping, and another room or two or 
other improvements to the real estate. 
he obtains such funds at mortgage rates 
and terms and on an amortized basis 
Furthermore, if the furnace blows up 
or the baby dies, or the family needs a 
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new automobile. and he needs credit 
and is prepaid on his mortgage contract 
or without being prepaid has ample se 
curity, he obtains the credit on mort 
gage terms and at mortgage rates, and 
it is amortized. Such families, as we 
all know. do amortize and do get out 
of debt and generally before the ulti 
mate maturity of the original mort 
gage indebtedness. 

All of this is possible under a proper 
flexible mortgage contract properly ad 
ministered, There isn’t any doubt about 
the wisdom of it for such family and 
for the lending institution. It ties the 
best type of customers to the lending 
institution for all such credit needs and 
; good business. It can be done with 
out any undue risk or expense. Of 
course, he can obtain the same credit 
on mortgage by refinancing, but the 
trouble is that by such course he is not 
properly and fully served and is forced 
to imcur the inordinate expense and 
delays of refinancing. and generally the 
mortgagee loses the business after it 
has become seasoned. If he is forced to 
refinance to get such mortgage credit 
from time to time, he is less likely to 
vet out of debt 

Not the least advantage to this sys 
tem is that the deadbeats who by mis 
take get on the books of the mortgagee 
do not get such accommodation and are 
driven off the books and into the hands 
of other mortgagees who rely on the 
security only and who do not provide 
a flexible mortgage contract 

The first and principal reason for 
advocating such a system ts to provide 
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American families with what they 
need. It has been sufficiently demon 
strated that if properly done they very 
greatly appreciate the accommodation 
and service. Thrift and home owner 
ship are promoted upon a constructive 
basis. Such customers are the greatest 
asset a lender can have. 

In advocating such a program, I re 
peat again that the objective of the 
mortgagee should be to render such 
service and for itself to get institutional 
goodwill. Such is accomplished by the 
most careful review of the entire mort 
gage contract and the adoption of all 
of the provisions which enable the 
mortgagee to provide such service. In 
addition, if the mortgagee is to realize 
full value of the program, then every 
director, officer and employee of the 
mortgagee should fully and completely 
understand the program. It should be 
administered promptly and fully and 
at a minimum of expense. 

The public is beginning to want and 
to demand such home financing. It is 
a fraud on the public to represent that 
such is provided and then not to pro 
vide it. It is not wise for mortgagees to 
practice such a fraud. They ought to 
admit that they make an_ inflexible, 
closed-end mortgage contract and en 
force it, or they ought to provide a 
bona fide flexible mortgage contract 
and administer it accordingly. There 
is not much room for any middle 
ground, Any pretense of the rendition 
of such service is likely to do harm 
rather than good when the customers 
find that such service is not rendered 

The United States Savings and Loan 
League published a comprehensive 
study of such a contract which answers 
substantially all of the legal questions 
and some of the economic questions. 
We advised against legislation on the 
subject unless it is necessary. It is not 
necessary in the majority rule states 
and, in my opinion, it is not necessary 
in those states which have not clearly 
passed on the subject. Legislation would 
be helpful in Illinois, Michigan, Ohio 
and Pennsylvania, but it is helpful only 
to avoid a short search to title. 

We suggested a form of a draft of 
legislation if legislation is to be under 
taken on this subject, and we urge con 
sideration of it. It is strange that in 
about a dozen states which have legis 
lation on this subject the legislation re 
sulted in restriction rather than an en 
largement of power to act. 
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Flexible 


The draft referred to is made with 
consideration of all such legislation and 
is believed to be appropriate to accom 
plish the objective, if enacted in any 
state. It also provides an answer to 
two objections to such legislation which 
frequently arise. One is it provides a 
simple and easy means to close the 
open-end provision if the owner sells 
or if for any reason wants to be the 
simple recording of a document for such 
purpose. It provides an appropriate 
means to close the open end for the 
protection of any junior claimant. 

The Package Mortgage 

The package mortgage is intended to 
mean a mortgage on real estate, includ 
ing all improvements and facilities used 
with the real estate. As a matter of law, 
real estate is land and what is used with 
land as a part of the real estate. What 
is made a part of the real estate is de 
termined from the intention of the 
owner with respect to the use of any 
thing in connection with it. A rail 
fence laid on the ground is a part of 
the real estate because the owner in 
tends it to be and for no other reason. 
Blinds and storm windows and screens 
and refrigerators and stoves and laun- 
dry equipment and the like if installed 
by an owner, are generally presumed 
to be intended to be a part of the real 
estate, but if installed by a tenant may 
be presumed to be retained as chattels. 

In taking a a mortgage, the 
mortgage should express the intention 
of the owner in writing to make such 
facilities a part of the real estate and to 
mortgage them as a part of it. [ prefer 
general language because it will cover 
the refrigerator to be installed upon 
completion and it will cover other such 
facilities placed in the real estate by 
the owner later for replacement and 
otherwise. 

If specific description of such items 
as a part of the real estate is included 
in the mortgage, it ought to be made 
clear that such items are in addition to 
the general description of the coverage 
of the mortgage. If the mortgagee is 
fearful, he may express the intention 
to make the item a part of the real 
estate. Banks and railroads do this in 
the case of several billion dollars worth 
of rail equipment securities. Plates or 
stickers are placed on the items in ques 
tion giving notice “This appliance or 
equipment has been installed here by 
the owner as a part of this real estate 
and is included in any mortgage or con- 


NATIONAL REAL EstatTe AND BUILDING JOURNAI 


veyance of it.” and signed by the mort 
gagee and, if desired by the owner 

If you are still fearful, or some law 
yer or other person suggests that only 
what is attached to the real estate is a 
part of the real estate, then you may 
further express the intention to make 
such items a part of the real estate by 
nailing a piece of sheet metal to the 
house and to the appliance or equip 
ment so that nails have to be pulled 
out to separate it from the real estate 
Some objection has been raised to the 
package mortgage on the ground that 
appliances and equipment wear out too 
quickly. This is equally true of paint. 
too many roofs and some other parts ol 
the house. Long experience indicates 
that good customers properly financed 
will maintain and keep up their prop 
erty better under a package mortgage 
than they will otherwise. 


The Open-End Mortgage 

In England and America, country 
banks, supply merchants and others 
from the beginning of our law took 
deeds to property which were given in 
fact to secure debts. All of the courts. 
without exception, held such deeds to 
be open-end mortgages. The real owner 
could not go to equity or elsewhere and 
cancel the deed until he did equity by 
paying all indebtedness and performing 
all obligations for which the deed was 
given. 

I think even all the lawyers will 
agree with me on this at prongs If 
the mortgagee’s attorney will not agree 
to an open end mortgage, L think he 
will agree that you may take a war 
ranty deed to the property to secure 
the debt, and it will serve as an open 
end mortgage. 

Many banks, supply merchants and 
others for a long time took mortgages 
to secure “One dollar and advances” 
and such mortgages have been uni 
formly sustained. | prefer, however, to 
have a clear mortgage contract. The “to 
secure” clause should describe the in 
debtedness originally secured and clear 
ly state that the mortgage secures ad 
ditional advances up to a_ specified 
amount. This amount should be filled 
in when the mortgage is drawn to pro 
vide for additional advances up to the 
maximum amount that the mortgagee 
would probably be willing to loan, in 
cluding any probable improvements in 
the real estate security. 

Such an open-end mortgage is good 
in every state of the union between the 
parties. In Illinois, Michigan, Ohio and 
Pennsylvania we have to ascertain that 
there is no intervening lien at the time 
the additional advance is’ made, but 
nowhere is it necessary to record any 
thing additional or to do anything else 

The mortgage account ought to be a 
single account. When additional ad 
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vances are made, the amount should be 
added to the account and interest is 
added to the account from time to time 
Payments are credited to the account 
The additional advance agreement 
should be any form identifying the in 
debtedness and restating the amount of 
it, including the origimal advance and 
providing a blank space to be filled in 
for future monthly payments and a 
blank space to be filled in to provide 
for the future rate of interest. This pro 
vides a new account stated in adminis 
tering the account and in foreclosure. 
if necessary. 

It can be important to have such a 
convenient method to adjust monthly 
payments and interest rate. 

If the family has borrowed $10,000 
originally and paid it down to $3,000 
and he comes in for a $1,000 advance 
to send his daughter to college, it may 
occur to a smart mortgagee that it 
would be a great pacsenc a ox to re 
duce the fixed $80 monthly payment to 
S40 per month on the $4,000 indebted 
ness and especially in view of the fact 
that if she is going to one of the fancy 
colleges of the country he may 
to send about $200 a month 
throughout her college career 

The open-end advance provision 
ought to be administered so that a bad 
credit risk can’t get any more credit 
It ought to be administered, however, 
so that a good credit risk with adequate 
security could get accommodation with 
in about sixty seconds at the desk and 
without any expense or any trouble ex 
cept signing one piece of paper and the 
lender signing one check 

If the open-end provision is admini 
stered in this manner, it will tend sub 
stantially to drive some bad credit risk: 
off the books, to keep some good season 
ed loans on the books which otherwise 
would refinance elsewhere, to keep 
mortgage funds safely invested, and be 
the greatest possible accommodation to 
borrowers and therefore the greatest 
possible good will builder for the lend 
ing institution 
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Prepayment Privileges 
To the surprise of many of us, ap 
propriate prepayment privileges have 
proved to be one of the best selling 
points of a flexible mortgage contract if 
they include appropriate grace. We 
recommend that the Note provide 
“In the event of any prepay 
ment. this note shall not be treated 
as in default at any time so long 
as the unpaid balance of principal 
additional advances under this note 
or the instrument securing the 
same, and interest (and in such 
case accruing interest from month 
to month shall be treated as un 
paid principal) is less than the 
amount that said indebtedness 





would have been had the monthly 
payments been made as first spe 
ified above; provided that monthly 
payments shall be continued in the 
event of any credit of any proceeds 
of insurance or condemnation.” 

If such a provision is used and ex 
plained carefully to all applicants for 
loans and to the family when the loan 
is closed and in writing by letter after 
the loan is closed, along \ith other pro 
visions of the contract, experience has 
indicated that this is highly appre 
ciated. With such a provision a surpris 
ing number of families will prepay so 
that if family income stops for six 
months or a year the mortgage cannot 
be fore¢ losed 

Kew lenders realize how fearful the 
average family is of signing so large 
a debt and agreeing to pay so large a 
sum every month for 180 months or 
240 months. They know that no Ameri 
can family lives so long so smoothly. 
‘To have a high percentage of the loans 
in the portfolio prepaid substantially 
is a great protection to the mortgagee 
as well as to its customers, This provi 
sion not only removes much of the fear 
of home owners but it encourages them 
to be thrifty and they delight in telling 
their kinfolks and neighbors and friends 


about what a good mortgage contract 
they have and that they are paid in 
advance. This is good for the mort 
gagee. Furthermore, this is treating this 
customer no better than the one who 
pays according to contract. It is no more 
than the mortgagee would do without 
the provision. But the provision in the 
contract substantially allays the fears 
of mortgagors and encourages them to 
be thrifty and they very, very greatly 
appreciate it. 

Prepayments in any amount at any 
time should be allowed and interest 
ought to be charged on the unpaid bal 
ance. It is fair, right, and proper that 
if the indebtedness is refinanced, ad 
vance interest should be charged to 
cover the cost of reinvesting the money. 

Such contracts may very properly 
provide that in all cases where the loan 
is paid according to contract, the bor 
rower may have a reasonable grace 
period, such as ninety days, after regu 
lar payments of three years or more. 

A declining interest rate in the mort 
gage contract is realistic. High percent 
age loans representing substantial risk 
do and ought to carry higher interest 
rates than no risk loans. It follows that 
the loan contract ought to be written 
so that the higher interest rate will pre 


vail when the risk is high and the lower 
rate will prevail as the risk declines. 
This will tend substantially to keep 
seasoned loans on the books. Mortgag 
ors ought not to be required to refi 
nance elsewhere in order to get interest 
rate reductions. 

There are other provisions of a flexi 
ble mortgage contract which may be 
considered. One of them is a simple 
form of “loan modification agreement” 
to be executed by the borrower and the 
lender under varying circumstances 
without expense and without delay. If 
a mortgage contract is to be changed 
at all, it ought to be changed in writ 
ing, and for this reason I strongly rec 
ommend such a written “loan modifi 
cation agreement.” This also should be 
used with care. It ought not to be used 
simply to get loans out of default. It 
can be used in proper cases, however. 
to the very great accommodation of all 
concerned to take a loan out of default, 
to change the monthly payment and to 
extend the loan, to change the interest 
rate, or for other purposes. For routine 
use the form ought to be carefully con 
sidered. It ought to be simple. It ought 
to preserve all of the mortgage contract 
except what is clearly changed. It 
shouldn’t be used without justification. 
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Riviera 


FRYHIS STRUCTURE takes a lot of two-by-fours, 

but it isn’t as costly as it looks. In your better 
homes it may be just the design feature that will 
put your homes head and shoulders above your 
en: persed If your prospects are basically lazy 


(ane 
them. 


who isn’t) this sun-swept deck should delight 


The secret of a good sun deck is in the floor. All 
you need do is have your carpenters lay the founda 
tion timbers and joists for a conventional porch. In 
stead of porch flooring use Douglas fir two-by-fours. 
Nail them onto the foundation joists just like porch 
flooring with the narrow edge exposed. Have your 
men allow about half an inch air space between 
each row of two-by-fours. No painting is required; 
it’s better to let the boards weather to an attractive 
gray. To clean, just hose it off. The water and dirt 
run right through and the wood soon dries. 
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HEN YOU’RE ADVERTISING to get people out to 

your model homes, an effective attention-getter is a good 
cartoon tied in with a catchy phrase. Here are examples real 
tors are using. 

Notice how the cartoons are made large and simple, how 
the phrases catch your eye and lead you into the copy. 
There’s still plenty of white space too, so you stay away 
from that cluttered look. 

One reason the copy is good in these samples is there are — 
no abrupt transitions the main themes are carried to the hg eam asa 
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See how the “Get a move on!” ad gives directions for reach- ot Emerson Center to property" 

ing the model home by either car or bus. Everything in it is 


designed to compel action to get people to come out and 


see the house and, in a broader sense, to make them want Oontinental 
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lo move into it. 

The “Still Chasing Rainbows?” ad is well written. It im 
plies that the Fairway Estates are “the pot of gold at the 
end of the rainbow,” without saying it quite that bluntly. 

Another good idea is used in the “He couldn't believe his 
eyes” ad. Here the reader's curiosity is highly aroused. Half 
jokingly the ad still makes him wonder, “What did those 
people see?” Chances are he'll look for that ad on Sunday ae 
if he’s at all interested in a new home One vs astr ibaid ys 
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A vendor may convey a title to property subject to certain excep- 
tions. What are the four elements required in a strict foreclosure? 
Is a redemption period considered objectionable? Here are the an- 
swers by our expert legal counselor. 


Be Chicago Real Estate Board 


Sales Contract No. 670. pro- 
vides that the vendor shall convey 
the property, “subject to: 

“1. Existing leases expiring. . .; 

‘2. Special taxes or assessments 
for improvements heretofore com- 
pleted; 

“3. ‘The installments not due at 
the date hereof or any special tax 
or assessment, etc.; 

“4. Water taxes payable af- 
ae 

“5. General taxes for the year 

and subsequent years; 

“©, Building lines of record, if 
any; 

“7. Building or liquor restric 
tions or record, if any; 

“8. Zoning or building laws or 
ordinances; 

“9. Party wall rights or agree 
ments, if any; 

“10. Principal indebtedness ag 
gregating $—-secured by mort- 
gage, etc.; 

ge i 

At the bottom the contract pro- 
vides for the vendor furnishing a 
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Guaranty Policy “subject only to 
the matters hereinbefore stated (1 
to 11 above) and to the following 
matters, to wit 

“1. Rights or claims of parties 
in possession not shown of record 
and questions of survey; 

“2. Mechanics’ liens, if any, 
where no notice thereof appears 
of record; 

“3. Special taxes or special as 
sessments, if any, which have not 
been confirmed by a court of rec 
ord. . .3” 

Then the contract goes on to 
provide that “such policy to be 
conclusive evidence of good title 
subject only to the exceptions 
therein stated 

In other words, the title is to 
be conveyed subject to the two 
groups of exceptions. 

That means that the vendee 
would have to take the title sub 
ject to all Mechanics’ Liens, where 
no notice thereof appeared of rec- 
ord. It means that if the building 
encroached on the adjoining lot, 
or if the building on the adjoining 
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lot encroached on the property 
under contract, and which is con- 
sidered an encumbrance. the ven- 
dee would have to take it. The 
contract says that the policy shall 
be considered conclusive evidence 
of good title subject only to the ex- 
ceptions stated and one of those 
exceptions is questions of survey 


HAVE OFTEN wondered why 

we don’t use strict foreclosure 
more than we do. I say “we” in 
order to include myself because | 
didn’t use it as often as I 
have done. 

During my 40 years of the prac 
tice of law. I only used it in two 
cases. They went through without 
a hitch and the Chicago Title and 
Trust Co, issued guaranty policie 
As I remember it, the elements re 
quired in a strict foreclosure are 

1—The value of the property 
must not exceed the mortgage 

2——The holder of the mortgage 
must be willing to accept the prop 
erty in full satisfaction of the debt 

3—The mortgage must be insol 
vent. 

+t—There must be no subsequent 
liens to wipe out. 

The advantage of a strict fore 
closure is that it involves no sale, 
and no redemption period. Perhaps 
the reason we don’t use the action 
more than we do is because it is 
novel to us, and we may fear run 
ning into a master or a judge who 
is prejudiced against depriving a 
mortgagor of his right of redemp 
tion and who may put obstacles 
in our way. And again we may 
not consider a redemption period 
as objectionable. 

In a strict foreclosure it is the 
decree that vests the title in the 
mortgagee. The decree gives the 
mortgagee 30 to 90 days in which 
to pay, and if he has not paid the 
title vests automatically in the 
mortgagee without any further 
steps. 

The authority for this is the 
case of Ellis vs. Leek, 127 Ill. 60. 
In this case the court said: “We 
think, however, that an examina 
tion of the reported cases, in which 
records in such proceedings have 
come before this and the Appel 
late Courts for review, will show 
the practice in the various circuit 
courts of the State to have been to 
treat the decree of foreclosure as 
the final order in the case, and 
that such practice has, with more 
or less directness, met the approval 
of this court.” 
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TAXPAYER MOVED RESI 
dence from old lot to new lot, and 
sold the old lot. Revenue Ruling 
54-156, says that excess of selling 
price of old lot over cost of new 
one is reportable gain 


COMPENSATION PAID IN 
promissory notes, by cash basis 
taxpayer corporation (Baltimore 
Dairy Lunch, Inc., DC Minn.) for 
personal services, was deductible 
in year notes were paid and not 
when they were given. 


RENTAL INCOME FROM 
equipment-title in dispute. Tax 
payer on accrual basis was en 
gaged in selling and leasing heavy 
construction equipment. He pur 
chased a piece of equipment in 
1941 from a vendor who became 
bankrupt before the title was vali 
dated. Rental received from. this 
equipment was not accrued dur 
ing 1942 but was reported as in 
come in 1943 when the title was 
cleared. Depreciation on the 
equipment, however, was taken 
in the year of its use, for example 
1942 and 1943. Tax Court upheld 
the taxpayer’s contention. (S. P. 
McCall v. Comm.). 


REPAIRS ON LEASED PROP 
erty are not deductible when you 
repair the roof for your landlord. 
It is neither business expense nor 
a casualty loss per the Fifth Cir 
cuit’s affirmation of a Tax Court 
decision (Levy v. Comm., 541 
USTC) 


SALE OF RENTAL EQUIP 
ment. ‘Taxpayer was actively en 
gaged in the leasing of heavy con 
struction equipment. (McCall vy 
Comm., TC). Tax Court, there 
fore, held that sales made in 1942 
1945 were entitled to capital gain 
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treatment under Code Sec. 117 
(j). The rental payments received 
were under lease-purchase con 
tracts and were applied on the 
purchase price and were not or 
dinary rental income. The pay 
ments were large enough to give 
the purchaser an equity in the 
equipment and would be consider 
ed excessive rental payments 


GIFTS VERSUS COMPENSA 
tion has provided much contro 
versy for tax people. The Tax 
Court decision (Hahn vy. Comm. ) 
has added some factors which may 
help in deciding this matter in the 
future. Ruth Hahn, a widow, re 
ceived a voluntary payment from 
her deceased husband’s former em 
ployer. The Revenue Service has 
previously ruled under IT-4027, 
that such payments made after Jan- 
uary 1, 1951 were income to the 
recipient if services had been ren 
dered by the deceased spouse prior 
to his death to such employer mak 
ing the payment. The current Tax 
Court decision calling it a gift. 
says, (1) there was no obligation 
to make the payment, (2) pay 
ments were to the widow and not 
the estate, (3) the death of the 
husband was the reason for the 
payment, and (4) no benefit ac- 
cured to the corporation making 
the payment other than the satis 
faction which accompanies an act 
of kindness 


COST OF LIFE ESTATE CAN 
be amortized over life expectancy 
of beneficiaries. (Bell, CA-7). Bell, 
taxpayer-remainderman, pur 
chased the life estate of reciprocal 
trusts created by his mother and 
father, making each the bene 
ficiary of the other, with the re 
mainder over to the taxpayer. The 
taxpayer amortized the cost of the 
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life interests over the life expec 
tancies of his parents. It was the 
Commissions contention that when 
the remainderman purchased the 
interim life incomes, he merely 
merged the various interests and 
there was nothing to amortize. 
The Court ruled, as the Tax Court 
had previously ruled, that when 
the taxpayer purchased the life 
estates he acquired an exhaustible 
interest for income tax purposes. 


UNREIMBURSED TRAVEL 
ing expenses of salaried employ- 
ees. A taxpayer salesman traveled 
within his own home city and 
county, furnishing his own trans 
portation and paying his own ex- 
penses. (Smith, TC). He deducted 
from gross income, all such ex 
penses incurred. They were dis 
allowed as deductions from gross 
income, as not being incurred 
while away from home, but the 
Tax Court inferred that if a sepa- 
ration had been made between the 
expense incurred in the city and 
in the county outside the city 
limits, that they might have been 
allowed part as deduction from 
gross income and part as itemized 
deductions. 


PROMISSORY NOTES TAKEN 
as part consideration in the sale 
of a partnership interest were con- 
sidered at their face value by the 
tax court (Hulbert v. Comm., TC 
12/30/1953), and not as the tax- 
yayer had argued: He said they 
had no readily realizable value 
and that their fair market value 
should not be included in com- 
puting gain on the sale. 


MANAGING ONE’S INVEST 
ments is not a trade or business. 
said the second circuit court, re 
versing a tax court decision in 
(Weldon Smith, CA-2). The tax 
payer was interested as an inves 
tor, creditor, and manager in a 
number of different businesses. He 
could not take a business bad debt 
deduction for advances made to 
one of them after it became bank 
rupt. Such a loss must be treated 
as a non-business bad debt subject 
to the capital loss limitations. 


HOTELS PURCHASED BY A 
taxpayer and resold without his 
suliae any special effort to resell 
them, except that he had attractive 
offers, allows him to report the 
wrofits as a capital gain. (Simberg, 
TC Memo). Apparently the Tax 
Court had convincing evidence 
that the tax payer was in the busi 
ness of buying and selling hotels 
as a regular trade or business 
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Anderson’s Open Forum 


Dear Mr. 
This company is mortgage serv 
icing agent for some 25 banks and 
insurance companies and, as such, 
we are responsible for the hazard 
insurance on a large number of 
mortgaged properties. 
We have instructed our at 

torney to investigate the matter 
but wonder if it is appropriate to 
ask you for any information you 
feel free to furnish, particularly 
regarding the validity of an in 
surance policy insofar as a mort 
gagee is concerned, if the “moral 
Eanond clause” may have been 
violated. 

Don Houser 

Mobile Mortgage Corporation 

Mobile, Alabama 


Anderson: 


I don’t think the Moral Hazard 
Clause would effect a mortgagee. 
I can’t think of any situations 
where it would. | recommend that 
you, and all others who are in 
terested, ask some Insurance Com 
pany, or Insurance Lawyer, if 
the policies adopted by your state 
have the Moral Hazard Clause in 
them or not. The clause was so 
harsh that most states have dis 
carded the old form of policies and 
adopted the new gene that is 
more in keeping with progress and 
modern business. 

You've gotten me so excited that 
I’m thinking of writing a series of 
items on Fire Insurance. To do so, 
1 would have to return to my 
books and refresh my mind on the 
subject, and I would also want 
some practical insurance agent to 
cooperate with me. 


Dear Mr. 
Our office reads your column 
with a great deal of interest. In a 
recent item you speak of non-ex- 
clusive listings. My question is, “If 
the owner had sold to the prospect 
for $19,000, could the broker have 
recovered a commission from 

either the buyer or the seller?” 
Cyrus A. Hackstaff 

Denver, Colorado 


ANDERSON: 


In the item referred to, the own- 
er listed the property at $20,000. 
The broker introduced a prospect. 
The prospect called on the owner 
who quoted a price of $19,000. 
The prospect went back to the 
broker, who called the owner. The 
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owner said that $19,000 was the 
price without commission. The 
deal was killed. If the owner had 
made a deal at $19,000 the broker 
would have been entitled to a com 
mission on that amount. If an 
owner makes a deal with a pros 
pect on “substantially” the same 
terms as the listing, the broker is 
entitled to a commission. 


Dear Mr. Anderson: 

One day last month, we showed 
a house in town to a man and his 
wife. Being favorably impressed, 
they went home to “sleep on it.” 
The next morning we received a 
letter tentatively offering $10,600 
A confirming letter was sent to the 
owner who was out of town for 
several days. The offer was subject 
to further inspection within a day 
or so. 

The owner, upon his return to 
town, came to our office and told 
us he, too, had received a letter 
from the prospect offering $10,600 





He refused this offer but said he 
would not refuse $11,000 

The following day the owner 
said the prospect was inspecting 
the property with another local 
broker and that he had accepted 
an offer of $11,000. When I asked 
him where we stood (being the 
original broker who had shown 
the property and to whom the offer 
had originally been tendered) on 
the deal, he replied, “That's not 
my headache.” 

Our attorney talked to the pur 
chaser who is belatedly concerned 
that he should have made his high 
er offer through us. He said the 
other broker phoned him 48 hours 
later, saying that he would try 
to get the property for him at 
$11,000. Our attorney also spoke 
to the other broker who felt it was 

i free field for him to try 
a higher offer inasmuch as_ the 
seller did not accept $10,600, even 
though he knew we had been in 
contact with both buyer and seller 
only a few hours before 

It is our contention that all 
three of the principals are not be 
ing ethical. The owner in not in 
sisting that the buyer do business 
through us the buyer did busi 


DWYER 
KITCHENS 


for 
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new apartments 
and remodeling 














Made complete in the Dwyer plant by an 
organization specializing in compact kitchens for 
more than 26 years. Durability and tenant appeal 


Modern gas or electric ranges 
(AGA and Underwriters ap- 
proved), efficient electric re 
frigerator with freezer com 
partment and pushbutton door, 
deep bowl sink-and-worktop, 
storage cupboards ...stream 
lined into compact units 48 to 
69 inches wide. 


Fronts and worktops of gen- 


vine vitreous porcelain. Never 





require repainting; wash clean 
with soap and water. 


proven in thousands of nationwide installations. 


Mail this coupon for 


literature. Name. 


SEND FOR FREE BULLETINS ON DWYER KITCFENS. 
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DWYER PRODUCTS CORPORATION 


, K94, Michigan City, indiene 





ness through the second broker 
when he was entirely satisfied 
with our efforts the broker 
should not have gone any further 
when told by the buyer that he 
had been shown the property two 
days before by us and had written 
a letter offering $10,600. 

We would appreciate hearing 
from you as to your opinion in this 
case, 

Dorothy Dietz 
Camden, Maine 


According to my view our cor- 
respondent is entitled to a com 
mission. The owner did not act 


in good faith with him. Our cor- 
respondent found the prospect, and 
while he was negotiating with the 
prospect, not having abandoned 
him, and not having said that he 
wouldn't get $11,000 for the prop 
erty, the owner broke in and sold 
the property through another 
broker at a price which our cor 
respondent could have obtained if 
he had been given a fair chance 


One of my correspondents 
anonymously sent me a clipping 
telling about an eccentric hermit 
who, deciding to sell his home, 
listed it with a broker at $12,000 
The broker found a buyer. but the 


owner refused to sell. The broker 
sued the owner for $600 commis 
sion, got a judgment by default. 
sold the home on execution, and 
when the time to redeem had gone 
by, sued out a writ of eviction. | 
don’t know what the point may be 
Perhaps it is not to try to cheat a 
broker, or not to neglect a sum 
mons, or not to be eccentric. If you 
need any of these morals, take the 
lesson to heart. 





FOR QUICK ACTION! 
Join Those Who Use 
JOURNAL Classifieds! 

(See Below) 








NATIONAL 


REAL ESTATE SECTION 





FOR LEASE OR SALE 
Fine commercial property in Ottumwa, lowa 
Corner location Modern Building 
Bud Reusch, 658 West 2nd, Ottumwa, Iowa 


WANTED: Large 
fim to handle sale of 
year business in Michigan 

National Real Pestate and 
Box 911, Cedar Rapids, Lowa 


reliable, commercial realty 
45-year old, $500,000 4 
Address inquiries to 


Building Journal 





BUSINESS CARDS 


Order by mail! Handy FREE or- 
der book enables you to get top 
quality cards, with distinctive 
raised lettering, without leaving 
your desk! Complete ordering 
unit includes samples, styles, sim- 
ple instructions. Makes it as easy 
to order as it is to write a check. 
Eliminates conferences with 
printers. Saves time, effort, mon 
ey. Get your free order book 
now. No obligation. 


Write: 


ronwHILLine. 


270 Lafayette Street ¢ New York 12, N.Y 











FOR EVERY PURPOSE- 
REAL ESTATE, BUSINESS, ETC, 
MADE OF 30-GAUGE METAL 
SIZE 14x20 IN. LARGE 
SIZE ALSO AVAILABLE. 
770 10 DAY DELIVERY 


WE SIGN THE NATION® 
CTIVE DISPLAY ADV. 


1702 W. 19th ST. CHICAGO BILL 





AAA-1 rated Jr. Dept 
buy 25 to 60 ft. frontage in 90 to 100% area in 
cities 12,000 to 125,000 anywhere. Brokers’ co 
operation invited. Edw. Mitchell. 276 - 5th Ave 
i. 


Store Chain will lease or 


14” x 20” 30 Gauce Steet BAKED ENAMEI 


Each Each 
39¢ Lots of 500 45c cag 100 
Write for Literature and Discounts 


ENAMEL PRINTERS, Inc. 
Dept. A 619 E. Main $t., Richmond, Va. 


__ Training rox 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for big FREE CATALOG 
today. No obligation. Approved for World 

War II and Korean Veterans. 
WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 


2020Grand Dept.RE Kansas City, Mo. 














EXCHANGES 


What YOU own for what YOU prefer 


NATIONALLY 
inter-City, Inter-State, Foreign Countries 


PALM SPRINGS 


Kental accommodations: Hotel, Units, Kear 
dences, Exchanges: CHICAGO, NEW YORK 
and HOUSTON for SO. CALIF., PALM 
SPRINGS, or WEST COAST. Courtess to 
operators and realtors, CASH-OUTS in sour 
community. Have CASH buyers six, seven, 
eight figures; unearned increment and poten 
tial. Since 1923 


LAKE TAHOE PROPERTIES 


Read our advertisement each Friday in the 
National edition of the WALL STREEI 
JOURNAL. 


HEFFERNAN LAND CO., INC. (Realtors) 
Drawer "CC", Palm Springs, Calif. 
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PREFAB SALESMAN—INDIANA & OHIO 
with FHA ‘Tith II 


Salary and expenses. We 
package 
therefore 
your experience, to 


and 
have 
Our 


write 


Familiar policies 
pro edure 
financing with our 
employees know of this ad 
and fully 


complete 


freely 
National Real Estate & Building Journal 
Box 911, Cedar Rapids, lowa 














Baked Enamel on 30 gauge Metal 
“Write for FREE SAMPLE, Iflustrated 


Literature and Prices” 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 











$TOPt4ci WATER 


wien FurmULA No. 640 
A colorless penetrating liquid sealer for con- 
crete, brick, stucco, wood, canvas, wallboard 
Holds out water dirt { se outside or inside 
above or below grade. Sold 15 years. Get our 
prices on floor mastic, rubberized enamel 
roof coating, floor maintenance materials 
Write for price list, samples 
HAYNES PRODUCTS 
4007 Farnam Omaha 3, Nebr. 











REALTY 


SERVICE 


HEAVY 29 GAUGE, BAKED, 14 X 20 IN; LG. LOTS 444 EA. 
1 TO 9 DAY DELIVERY © CARSON SIGN WKS. BOX 1022 


GREENVILLE, SC 


AND BurnpInG JouRNAI 





Product Progress 


(Continued trom page 10) 


smoothly, whether open full or only an inch. The 
housing of the Klo-Sure is aluminum, equipped with 
its own safety chain. Attachment cof the Klo-Sure to 
the door jamb is secure and universal 


Fingertip Control 9-11 


This new horizontal sliding aluminum window, 
manufactured by Whizzer Products Company, Pon 
tiac, Michigan incorpo 
rates such design fea 
tures as a Silicone 
weather seal at inter 
locking meeting rail, 
wider integral self-alin 
ing flanges. and a tam 
per-proof bolt-lock that 
lies flush to trim. Each 
sash rolls on powdered 
bronze, oil-impregnated 
bearings encased in 
stainless. steel, turning 
on stainless steel pins, 
and gliding on precision-made frames. Other fea 
tures claimed by the manufacturer include sim 
plicity of removing inside panes for washing, open 
and-shut gliding aciion, no-rust aluminum-mesh 
screen and double-glazing 





Random Tile 9-12 


The sound conirol products of the Owens-Corning 
Fiberglas Corporation has been further expanded 
by addition of a perforated acoustical ceiling tile in 
a random pattern. The perforations are in an it 
regular, scattered pattern, in contrast to the straight 
line arrangement of the holes in other acoustical 
tile manufactured by this company. Firesafe, di 
mensionally stable and light in weight. it is availa 
ble in 12 by {2 and 12 by 24 inch sizes. Its painted 
surface is washable and it can be repainted as fre 
quently as desired, 


Combination Dryer and Furnace 

Called the Herbster 
Heat-N-Dry, this com 
bination gas warm air 
furnace and clothes 
dryer is manufactured 
by the Herbster Prod 
ucts Company, Cleve 
land. The dryer door, 
which shuts off the dry 
er when opened, is at 
chest height for easy in 
sertion of wet clothes. 
Only air that is filtered 
and free of all combus 
tion gases touches the 
clothes. Other features 
claimed for the Heat 
N-Dry include the elimination of any basement 
moisture problem since all water in the wet clothes 
and lint is blown through the vent extension to the 
outdoors; a saving of floor space; and fully auto 
matic operation, 
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FOR HOTEL PROPERTIES! 








LONG 
TERM 
LEASE 


CASH - 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 











an attractive sign MAKES you money. 


Cujoy the Prestige of 


(AISED LETTERS 


Your building front is your most valuable 
advertising space. Make it reflect “A 


Success.’’ Good showmanship pays! 


Trio Raised Letters stand out, they are beautiful, they are 
a show of quality. The three-dimensional effect catches the 
eye from every angle. You will make people look and 
remember 
Trio Raised Letter fabrication is revolutionized by new 
unbreakable plastic laminated material. The letters are 
finished with five baked coats to a tile-like lustre, safely 
secured by rustproof mountings. Every display is custom- 
designed for distinctive individuality 
A Trio job is a guaranteed job . will serve you properly 
. yet cost you less per year of service. Act now to 
modernize your premises for prestige and profit. Write 
for details 


TRIO LETTERS, Incorporated, Dept. 79 


329 Woodlawn Ave., Aurora, Ill 


: ordinary sign COSTS you money 


september, 1954 











read over 


someone else’s shoulder? 


Why Not 


have your own personal copy 
of NationaL REAL Estate 
AND BUILDING JOURNAL — the 
magazine for men who build, 
manage and merchandise to- 
day’s homes? 


Start this parade of profitable 
ideas coming to you each 
month. 


Just sign the coupon below 
and mail today! We'll start 
your subscription with the next 
issue. No need to send money. 


We'll bill you later. 


But, Act Now! 


NATIONAL REAL ESTATE AND 
BUILDING JOURNAI 


427 Sixth Avenue S.E. 
Cedar Rapids, lowa 


Please start my subscription to the 
JOURNAL at once. 


C] 3 yrs. — $12 
C) 2 yrs. $0 
wee S5 

Name 

Title 

Address 

City 


State— 





cr 


CAF = 


i Ung 
| Lowa 


Business is good for realtors, builders, and property managers. 
And it will keep on being good, judging from statistics uncovered 
by Realtor-Builder Fritz Burns of Los Angeles, chairman of the 
Build America Better Council. People are moving . . . in numbers 
you may not have imagined. And the rate is steadily going up. 
Every move means a sale or rental for the alert realty executive. 











People often think increased home ownership should also mean 
increased stability of the population. Not so now. On the contrary, 
mobility coupled with a rise in home ownership shows prosperity. 

People are moving as industrial centers move. Due to our indus 

trial society the stationary part of our population is diminishing, 

just as the agrarian part has. Only a few years back one of two 
families lived on a farm. Now it’s only one in five. 


Another interesting thing about our changing population is the 
increasing number of elderly persons. How about special housing 
for them? Do they form a large market? To what extent should 
their needs be considered in the design of new apartments? Faced 
with these same questions, the Housing Association of Metropol- 
itan Boston got the answers, plus how-to-do-it information, and 
published a booklet on it. If you’re interested, the JourNaAL will 
forward your inquiries. 


Fed up with the high rate of traffic accidents, Long Beach realtors 
are pushing a safety crusade and cashing in on a bit of institutional 
promotion for their board. They made up a list of ten checkpoints 
for drivers, used them in a cooperative ad alongside a list of con 
tributing realtors. By pushing hard to circulate actual checklist 
copies, they’re focusing attention on a serious public problem and 
getting citizens to do something about it 


To four Cincinnati realtors, the Ohio turnpike meant 151 miles of 
headaches. Acting as agent for the state, Albert Mayer, Jr., Carl 
Mayer, William Edgemon and Herbert Fast formed a partnership 
to buy the land for the toll road. They appraised 2,200 land parcels, 
bought 1,600 and had to deal with owners scattered country-wide. 
They had offices in seven counties, had to school a big staff im con 
demnation proceedings and problems in “partial takings.” The 
whole job required two years and hundreds of aspirin. 


It takes more than glamour to be picked as Miss National Home 
Week. Executives in NAHB, seeking someone who typifies a hap- 
py home life, chose Miss Jeanne Crain for the honor this year. 
Miss Crain, popular movie star, will preside over the week-long 
celebration September 19-26 when builders in 50 cities will stage a 
“Parade of Homes” involving approximately 10,000 exhibit homes. 


No more barbecue pits, dog kennels or luxury patios. That's the 
word from FHA concerning its Title I home repair loan insurance 
program. Under the new law, patio improvements will be ineli 
gible for insurance “unless permanently attached, affixed to an 
existing structure, and covered by a roof.” In other words, they'll 
permit only items which add to the basic livability of the house. 
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FOR REAL ESTATE 


SALES 


@FORT LAUDER- 

DALE, FLA. 

Jack Higginbotham 
ne 


2882 E. Sunrise Blvd 


@eDENVER, COLO. 
Garrett-Bromfield & 


oO 
Security Bldg 


@NEW YORK, N.Y. 
Fass & Walper, in« 
7 East 42nd St 
Main Street Prope: 

ties Anywhere in 


the U.S.A 


eBRISTOL, 


@ TAMPA, FLA 


R. C. Hilton, Ine 
3338 S. Dale 
Mabry 


@ TORONTO, CAN. 


Barry E. Perlman 


972-4 Eglinton 
Ave. W 
eWICHITA FALLS, 
TEX. 
Ray Keith Realty 
C 


o 
P.O. Box 2195 


VA.-TENN. 
Simon Johnson, 


Realtor 


523', State Street 


FOR EXPERT 


APPRAISAL SERVICE 


@COLUMBUS, OHIO 
William P. Zinn & 
Co 
7 North Third St 


e@EAST ORANGE, 
N.J. 


Godfrey K. Preiser 
M.A.I.—S.R.A 
1 N. Harrison St 


@FORT SMITH, 
ARK. 
Ray | Patterson 
M.A.1.--S.R.A 


705 Garrison Ave 


@ MINNEAPOLIS, 
MINN 
Norman L. Newhall 
M.A.I 


519 Marquette Ave 


@ NASHVILLE, 
TENN 
Biscoe Griffith Co 
Since 1914 


214 Union St 
Tenn.—Ky Ala 


@ FOLEDO, OHIO 
Howard W. Etchen 
M.A! 


Etchen-Lutz Co 


@ NEWARK, N.J. 
Harry J. Stevens 
MAI 


478 Central Ave 


@ NEWARK, N.]. 
Van Ness Corp 
Hi. W. Van Ness 

President 
24 Commerce St 


@NEW YORK, N.Y. 
Scientific Appraisal 
Corp 
7 East 42nd St 
$200,000 values and 
up only 


@ PHILADELPHIA, 
PA. 
Richard J. Seltzer 
M.A.I 


1422 Chestnut St 


eST. LOUIS, MO. 
Otto J. Dickmann 
M.A.I 


1861 Railway Ex- 
change Bldg 


@ TORONTO, 
CANADA 
Shortill & Hodgkins 
Limited 
2781 Yonge Street 
J. 1. Stewart, M.A.I 


FOR REAL ESTATE 


FINANCING 


@ BALTIMORE, MD 


Hammerman 


16 Park Avenue 
Baltimore and 
Country Wide 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 


Organizatio 
842 Hamilton St 
Svecializing 
Eastern Penn 


@ NEW ORLEANS, 
LA. 


Leo Fellman & Co 
829 Union St 


@OKLAHOMA 
CITY, OKLA. 
H. F. Bradburn 

@AUGUSTA, GA 1123 Cravens Bide 
Sherman-Hemstieet 

Realty Co 
801 Broad St 
@ PROVIDENCE, 
RHODE ISLAND 
W. Henry Coleman 

@e BALTIMORE, MD Retail, Wholesale 
3. Howard Richard Industrial 

ne 15 Westminster St 

Morris Bide 


@SARASOTA, FLA 


COLUMBUS, OHIO Don B. Newburn 
° : a aH 144 So. Pineapple 


William P. Zinn & Ave 
Co 


37 North Third St 


@eSCHENECTADY, 
N.Y. 


@KANSAS CITY, R. C. Blase 
MO. 509-511 State St 
Moseley & Company 
Retail, Wholesale 

Industrial 
Suite 1111, Insur 
ance Exch. Bld 


@e TOLEDO, OHIO 
he Al E. Reuben 


Co 
618-20 Madison Ave 
@KINGSPORT, 
TENN 


Dougherty-Roller 

Leases, Investment 
Property, Busine Shannon & Luchs 
Sales y 

101 Broad St 


@WASHINGTON, 
D.C. 


Co 
1505 H St. N.W 


FOR FARMS 
AND RANCHES 


@eRICHMOND, VA 
G. B. Lorraine 
Walter S. Hardin Law Building 
Realty Co Broker's Co-ope:: 
2b years’ experi tion Invited 
Hardin Bide Write for 
A()2 ~ 12th St ree Booklet 


Virginia 


@BRADENTON, 
FLA 





Rates for Advertising 

In the “Consult These Specialists” 
Department: 

Per 
Issue 
2 lines 12 issue $3. 
2 lines 6 issue $3. 
2 lines less than 6 issue $4.10 
Additional \ines 


No charge for city and state lines 


1) cents per issue 











FOR LAND PLANNING 


eWILMETTE, ILI 
Myron H. West 
916 Greenleaf Ave 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS, OHIO @eDENVER, COLO 
William P. Zinn & Garrett-Bromheld 


Co 


& Co 
37 North Third St Secur.ty Bldg 


@ FOPEKA, KAN 


Greenwood Agency 
108 East Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA @ MEMPHIS, TENN 
The Jarrett E.. O. Bailey & 
Organization Cx ne 
842 Hamilton St 128 Monroe Avenue 
Specializing 
Eastern Penn 


ST. LOUIS, MO 
Oxto J. Dickmann 
M.A.1 


If61 Railway 
eCOLUMBUS, OHIO Exchange Bldg 


William P. Zinn & 
Co 
37 North Third St 
@eSCHENECTADY, 
N.Y 


RK. ¢ Blase 
W511 State St 


@EDMONTON, 
CANADA 
Campbell & 
Haliburton Ltd @ TORONTO, 
10029 Jaspe Ave CANADA 
Shorull & Hodgkin 
Limited 
2761 Yonge Street 
©. H. Hodgkin 
SIR 


eINGLEWOOD, 
CALI 


, W. Daw:or 
PO Box 35 Pp eLORONTO 
CANADA 
Barry BE. Perlman 
972-4 Felinton 
WwW 


Ave 


@KANSAS CIIY 
MO 
Moseley & Compar 
Retail, Wholesale 
Industrial Ray Keith Realt 
Suite 1111. Insur Co 
ance Exch. Bide P.O. Box 2195 


@eWICHITA FALLS 
TEX 








tlie 


| 
| 
} 


The Floor Plan that solved a. 


‘Tati Problem” 


Living room traffic is eliminated in the L-SHAPE floor plan 

by hall leading from front entry to bedrooms and bath. And 

the shortcut to bathroom from rear door, via the kitchen, is 

handy feature families with children appreciate. A versatile FHA OR VA ACCEPTANCE 

design, the L-SHAPE offers builders a wide choice of 1104 square feet — basement or non-basement 
distinctive elevations, 3 different orientations and left and models—3 bedrooms—conventional construction 


right-hand models. Ideal for multiple house developments — plus advantage and economies of carefully 
controlled factory assembly. 








where builder desires exterior variations but wants to gain 


economies of concentrating on one basic floor plan. “Thyer fabricated structural units 


; ; ; ; : approved by Parents’ Magazine.” 
For complete information about the L-SHAPE or other 


easy-to-build—easy-to-sell Pollman Homes, contact your 
local Thyer factory representative or write direct. 


THE THYER MANUFACTURING CORP. ‘<-A~[et 


2850 Wayne Street 515 E. Yazoo Street 
Toledo, Ohio Dept. 1, Jackson, Miss. 
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